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ANNUAL ENDORSEMENTS OF INSURANCE 


SPECIAL FEATURE: Dr. Lang's Marketing Series Continues with “Decisions on ‘How to Sell'" P. 60 
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C Chivalry in Business} 


WHY YOU CAN PUT YOUR TRUST 
IN MUTUAL of OMAHA 


LTHOUGH blinded for the last 30 years of his 
life, the late Henry Ware Allen never let this 
handicap interfere with the successful maintenance 
of his agency in Chickasha, Oklahoma. When he 


passed away recently at the age of 96, he was the 


unusual tolerance... kindly personality (which) will 
long remain in the minds and hearts of his fellows.” 
Che following letter, written to The Home Office in 
Omaha, Nebraska expresses more eloquently than 


any copywriter’s ad why you can put your trust in 


subject of a special editorial tribute in the Wichita Mutual of Omaha. 


Star, which called attention to Mr. Allen’s “Firm “This is to express to you my deep appreciation of 
convictions, particularly in the field of economics. . the fine manner in which your company undertook 
responsibility for the contract of my agency for the 
Preferred Accident Company of New York, and has 
faithfully carried out these contracts with payments 
to me every month of commissions on premiums 
paid. 

“Your enterprise in this matter was no doubt found- 
ed upon sound principles. Nevertheless, it was an 
example of most commendable chivalry in business, 
it saved me and my policyholders from the ignominy 
of broken contracts, and has given me a monthly 
income which would have been lost were it not for 


your action. 


*... This is to let you know that I feel very grateful 
for what your good company has done for me and 


my policyholders.” 


“Gracious and businesslike service” 
Se “Thank goodness I had foresight and 

: " bought Mutual of Omaha insurance that 

; pays benefits for total disability from 

Sen or sickness confining to 

: home or hospital, even for a lifetime. | 

. 5 am grateful for the gracious and business 
like service Mutual of Omaha gives me.” 


“It was a privilege to be allowed to attend 
the National Sales Training School. | 
raine rei sal fro > course but in 
gained a great deal from the c cavered scales 
particular it helped me in closing. | have 
found since coming home that I have less 


difficulty in getting into the proper close.” 


JOHN W. BLACKBURN LESTER GRIFFIN 
Jackson, Miss. 

recent Mutual of Omaha Training School 
businessman, who has received over 
$18,000 in benefit payments from Mutual 


of Omaha 


Graduate. 


? 


i 


Mutual of Omaha (3) 


V. J. Skutt, President 


‘ < 
© Acc’ 
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WItuiaM E. HarRLtow 


With no previous life 
insurance experience at all, 
and starting at age 38, here 
is a record of Bill Harlow’s 
cash earnings with 
Franklin, as reported to 
the Director of Internal 
Revenue. 


1953 (10 mos.) . $ 5,254.86 
10,359.49 
10,196.42 
16,507.09 


1957 (thru April) 9,102.16 


a 


"9D knew uothing about 


life inswianee.. .” 


Lakewood, California 
June 18, 1957 


Mr. John R. Hills, General Agent 
Long Beach, California 


Dear John: 

As you know all too well, I tried about everything 
before coming to life insurance and Franklin... 
service station owner, bowling alley manager, shoe 
salesman. I was afraid of life insurance... it seemed 
like drudgery. 

Then I met you, John. It took you several years to 
persuade me to give life insurance a try, and you 
convinced me that Franklin really had something 
extra special to offer. 

Last February under your guidance I completed 
four years with the friendly Franklin. (Believe me, 
the name fits.) I accepted President Becker’s conten- 
tion that “Specialization Spells Success.” I learned the 
President’s Plan presentation verbatim as you ad- 
vised me to do. Seldom do I sell anything else, except 
an occasional Home Protector—another Franklin 
Special. 

Where else can a man with no experience attain 
earnings such as I have? Without Franklin Specials 
I know I could not have done it. I know I am lucky 
—and the harder I work, the luckier I get. 

Thanks again to Franklin—and John Hills. 


Cordially, 
William E. Harlow 


An agent cannot long travel at a faster gait than the company he represents! 








Lhe Friendly 


TRTRAAN TAILIOY TLIC coareany 


CHAS. E. BECKER, PRESIDENT 


INSURANCE 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Five Hundred Million Dollars 
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ATTENTION! 


Py GENERAL AGENTS... 
F LIFE + ACCIDENT & SICKNESS 
F 4 HOSPITALIZATION - GROUP 


/ 
WE’RE BUILDING 
IN THESE STATES 
PENNSYLVANIA ¢* OHIO 
ILLINOIS ¢ INDIANA ¢ MARYLAND 
DELAWARE * KENTUCKY 
TENNESSEE © ARKANSAS 
LOUISIANA © MISSISSIPPI * FLORIDA 
MINNESOTA ¢ VIRGINIA * MICHIGAN 


IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


More Competitive ... More Advertising... 
L.I.C.A. offers a complete portfolio — We help you develop sales potential 


policies filled with unusual selling fea- through local advertising, direct mail, 
tures—loaded with advantages you can 


get your teeth into—and really S-E-L-L! 


More Merchandising .. . More Money For You... 
This is truly a “ground floor” situation. 


quality-lead programs. 


We offer a hard-hitting, sales producing 
program, from “mail to sale”. Everything L.IL.C.A.’s vigorous building program 
furnished to you without charge. spells O-P-P-O-R-T-U-N-I-T-Y for you! 


WRITE, WIRE OR PHONE COLLECT 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 


LIFE » A and S + GROUP + HOSPITALIZATION 
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These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


Robert B. Taylor, insurance com- 
missioner of Oregon for the : 
past eight years, has_ been . ’ ™ §=6J. Earl Thompson 
elected president of Mill Own- o> ie has been named 
ers Mutual Insurance. He suc- q president of Central 
, National Insurance, 
ceeds Len K. Sharp, who has Omehe, Nebraske. 
resigned because of his health. 





Shenandoah's definite plan of 

| 

| Robert E. Vought is superinten- 
dent of rating in the New York 
City Division of the New York 
Fire Insurance Rating Organi- 
zation. He succeeds David S. 
Duncombe who has retired. 


advancement plus a rapidly 
expanding Agency operation 
zer has been promoted to exec- 
utive vice president. Virgil Q. 
Cox has been appointed vice 
president with responsibility 
for the claim and loss depart- 
ments. 


present unique opportunities for 
achievement by well qualified 


underwriters. 


Donald Danforth, 

board chairman of 

the Ralston Purina 

Company, has been 

elected to the board 

of General Ameri- 
can Life. 


Andrew D. Griffith, board chair- 
man, has been elected acting 
president and chief executive 
officer of Estate Life of America. 
He succeeds R. D. Harvey who 
has resigned. H. A. Becker has 
been named a vice president 
and director. 


You'll like Shenandoah’s new and 
modern contract and liberal 
financing plan. Bonus is allowed 
on paid business for NQA win- 
ners and for those receiving 


CLU designations. Inquiries 


| William J. Mortimer, librarian of 


Ambler W. Webb, formerly assis- 


are invited. the Life Insurance Agency Man- 


G. Frank Clement, Vice President 


in Charge of Agencies 


Shenandoah Life 
Insurance Company 


Home Office + Roanoke, Virginia 


A MUTUAL LIFE INSURANCE COMPANY 
OWNED SY AND OPERATED FOR ITS POLICYHOLDERS 





agement Association, has been 
elected chairman of the insur- 
ance division of the Special Li- 
braries Association. 


Louie Miller, Jr., former insur- 


ance commissioner, has been 
elected president of West Vir- 
ginia Life. Mr. Miller has also 
become state agent for the W. J. 
Perry Corporation, general in- 
surance agency. 


Charles E. Gaines, CLU, has been 


appointed director of insurance 
marketing at Southern Metho- 
dist University, succeeding the 
late A. R. Jaqua. 


Lester C. Layman, formerly exec- 


utive vice president, has been 
elected president of Security- 
Connecticut 
ceeding G. Albert Lawton, who 
has resigned. Bernard J. Daen- 


Companies,  suc- 


tant secretary and planning offi- 
cer, has been named to the new 
position of director of person- 
nel and planning for Shenan- 
doah Life. Henry E. Thomas, 
vice president, is in charge of 
public relations. 


Edward B. Collett, executive vice 


president of Millers Mutual 
Fire, has been appointed chair- 
man of the insurance committee 
of the U. S. Chamber of Com- 
merce. Newly appointed to the 
committee are Harold J. Lowry, 
executive vice president of 
Michigan Mutual Liability, and 
William E. Newcomb, president 
of Great American; J. Mearl 
Sweitzer, vice president of Em- 
ployers Mutual; Frazier S. Wil- 
son, insurance division manager 
for United Air Lines; and 

Continued on page 6 
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952. Joined Berkshire Life as the Director of Training in 1955 ond wos named Assistant 


of Agencies and Susi UE focining 2 4984. 


good field men are made, not born! 


We have developed and are continually implementing for 
Berkshire’s career underwriters and field management a 
“track to run on” which is clear and straight in the direc- 
tion of success. 


Our sales training track was built with full understanding 
of the importance of knowledge and technical competence 
but places dramatic emphasis on the development of sales 
and self-organization skills. It is geared to the concept that 
the function of the field underwriter is to counsel and serve. 
It is implemented and expressed in Berkshire’s outstanding 
copyrighted sales tool, “Money When It’s Needed”. 


Our field management training program has also been care- 
fully planned to develop skills and techniques — in recruit- 
ing, selection, training and supervision. 


August 1957 


Believing this program to be second to none in its realis- 
tic approach to the requirements of the sales and field 
management jobs, we say that today 

Berkshire presents the greatest potential 

for personal growth in the industry! 


ERK SHIRE 
LIFE INSURANCE CO. 
Life, Accident & Sickness, Pension Plans, Annuities 
W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD. MASS. * AMUTUAL COMPANY °* 1851 


oO 





| These Names Make News 


Continued from page 4 


Charles J. Zimmerman, presi- 
dent of Connecticut Mutual 
Life. 

Milo S. Bowers has been elected 
a resident vice president at 
Des Moines of the American of 
Newark, succeeding M. G. Wood- 
ward, who is being transferred 
to the new branch office at Rock- 
ford, Il. 


Walter B. Elcock, 
Jr., has been elect- 
ed president of 
Southern General, 
} ss : : ; , & succeeding Ruther- 
pe | nae "ogy o ak, a » at ford L. Ellis, now 


board chairman. 


Audrey was here... storm- battered home in Lake Charles, La. 


H. Abrahams, president, has 


e also been elected board chair- 
urncane U Ve man of Security Benefit Life, 
succeeding Ralph G. Lewis who 


has retired after 46 years of 


PROVIDES service. 


George J. Wolf, formerly director 


TEST FOR NEW KEMPER of personal insurance sales for 

Nationwide, has been named 

DISASTER PLAN; sales manager of Heritage Se- 

curities, Inc., an associate com- 

° . pany. Heritage distributes 

Handle 800 claims in 17 days shares in Mutual Income Foun- 

dation, an open-end common 

A blueprint-for-disaster drawn by Kemper Insurance a stock investment trust which is 

year ago paid off for agents and policyholders when Hurri- being marketed through Nation- 
cane Audrey struck western Louisiana June 27. A special wide’s agency force. 

18-man claims team rushed to the scene and by July 13— Prenk t; Rowland hes been named 

two weeks and two days after the storm—was completing management consultant for 

the handling of 800 claims. N : Pia sig <n ele 

: ‘ : North American Reassurance. 

Major factors in the new Kemper Disaster Plan were B . Ba 4 

apie : : ; ; urtt D. Dutcher has _ been 

the training of casualty claims men in handling fire claims 

and the preparation of disaster supply kits in key locations 

—thus readying men and materials for instant action 

anywhere. 

If you are interested in seeing a folder giving more de- 
tails about “Operation Audrey”’, or in representing one of Norman T. Carson, formerly with 
these progressive companies, write B. S. Weyforth, vice Security Mutual Life, has been 
president, at the Home Office. appointed executive vice presi- 

dent and director by Central 

Standard Life. 
Lumbermens Mutual Casualty Company J. Roy Gordon, executive vice 
American Motorists Insurance Company president of International 
American M fa t Mutual | C Nickel of Canada, has_ been 
a anutacrurers Mutual insurance Company elected to the board of Canada 

divisions of KEMPER insurance Life Assurance. 
Chicago 40 A. C. Seymour, deputy U. S. man- 
ager and executive vice presi- 


A * BOSTON + COLUMBUS + DALLAS + LOS ANGELES + NEW ORLEANS dent of Royal-Globe, has been 
» SAN TRRRICD + SEATTLE + SUMMIT, N. J. « SYRACUSE » TORONTO Sestaet aaein 3 


elected assistant vice president, 
having formerly been executive 
vice president of General Life 
of Arizona. 
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The prestige 


of a 


Insurance Career 


One of the notable assets of Life underwrit- 
ing is the public prestige enjoyed by Life 
insurance Field-Men. The American College 
of Life Underwriters and the C.L.U. program 
have contributed substantially to this result. 





We at Metropolitan are proud of our 
C.L.U.’s and join our friends in the Life 
insurance industry in urging Field-Men to enroll in one 
of the 1957-58 C.L.U. courses in their respective commu- 
nities. These courses have not only added to the stature of 
all associated with Life insurance but have helped to 
broaden the ability of Field-Men to render top-notch 
professional service. 
While you can be a good Field-man without being a 
C.L.U., you can be a much better one if you are. In 
today’s competitive market, it is good business to have 
the best possible professional education. One way to get 
this is to become a C.L.U. yourself. It will do much to 
give you the added knowledge, skill and confidence which 
today’s public rightly expects and appreciates in career 
Life insurance Field-Men. 


Knowledge /s Power 


Ih 7—— METROPOLITAN LIFE INSURANCE COMPANY 


METROPOLITAN LIFE INSURANCE COMPANY 


HOME OFFICE: New York 


PACIFIC COAST HEAD OFFICE: San Francisco 
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CANADIAN HEAD OFFICE: Ottawa 





Attention: 
All Royal-Globe Agents 


Are You Aware of 


the Royal-Globe 
Agents’ School? 


The education that the Royal-Globe gives 
to its “Multiple-Line Fieldman” trainees 
has long been the high standard of the 
insurance industry. 


Less well-known is the fact that twice a 
year the same training facilities and the 
same faculty are available to Royal-Globe 
agents tuition-free. 


ROYAL-GLOBE AGENTS’ SCHOOL 
has several advantages: 


1. Complete MULTIPLE-LINE curriculum. 

Seven weeks of concentrated training organized with 
the “know-how” acquired by years of developing 
special agents. . 


2. CASE STUDY method of instruction. 


Learn to analyze the overall risk, the way you must 
actually do it in practice. 

3. Emphasis is on BASIC INSURANCE EDUCATION, rather 
than sales techniques. 

R-G believes that knowledge of product is the best 
producer of sales. 


If you are interested in improving your knowledge 
of your product, or if you have a young trainee in 
your office whom you would like to have trained for 
you, write to our Education Dept. for our course bro- 
chure or ask your R-G Multiple-Line Fieldman for 
information. He can tell you a lot about this course 
because he is a graduate of a similar one. 


CASUALTY + FIRE > MARINE * SURETY 


150 WILLIAM ST.. NEW YORK 38. N.Y. 


ROYAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY * GLOBE INDEMNITY COMPANY » QUEEN INSURANCE COMPANY OF AMERICA 
WEWARK INSURANCE COMPANY * STAR INSURANCE COMPANY OF AMERICA * AMERICAN AND FOREIGN 
INSURANCE COMPANY * THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD. * THAMES 
& MERSEY MARINE INSURANCE COMPANY, LTD. * VIRGINIA FIRE & MARINE INSURANCE COMPANY 


| 
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Continued from page 6 


elected president of National 
Automobile Underwriters Asso- 
ciation. Tudor Jones, vice presi- 
dent of Aetna, was named vice 
president of the association. 
Mortimer E. Sprague, vice pres- 
ident of The Home is treasurer. 


Howard J. Brace 
has retired from his 
position as vice 
president and secre- 
tary of Occidental 
Life of California, 
after 32 years of 
service. 


Russell J. Parker has been elected 


a vice president of Guarantee 
Insurance, member of the Lon- 
don Group. 


Herbert G. Keene, formerly life 


insurance management consul- 
tant for Remington Rand, has 
joined the National Association 
of Life Underwriters as_ busi- 
ness manager. 


Dean Mitchell, for the past four 


years manager of Iowa Life, 
has been named general man- 
ager of all Iowa Farm Bureau- 
affiliated insurance services in 
the merger of home office staffs 
for lowa Life and Iowa Farm 
Mutual. 


Leroy G. Steinbeck, 
CLU, has been nam- 
ed assistant vice 
president of Life of 
North America. He 
heads the  under- 
writing department. 


Anthony J. Falke, Jr., formerly as- 


sistant secretary and manager 
of the claims department, has 
been elected secretary of York- 
shire Insurance of New York. 
Vincent J. Charte, formerly as- 
sistant treasurer, has_ been 
named treasurer. 


Arthur M. Jens, Jr., has been 


elected a partner of Fred S. 
James and Company, insurance 
brokers. Mr. Jens has been as- 
sociated with the firm since 
1947. 

Continued on page 10 
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With 20 big ads in Time, Newsweek, the Journals of the 
American Medical, Bar and Dental Associations, and in 
Banking Magazine, Acacia Mutual is directing its current 
national advertising campaign to business and professional 
men and women. 


These advertisements, which feature Acacia’s two new 

low cost, high value whole life policies—The Acacian and 
The Executive—provide information of vital importance 
to “selected prospects” who want and need substantial life 
insurance protection. In addition Acacia is backing this 
advertising campaign with a hard-hitting direct mail 
follow-up program. Giant postal cards, magazine reprints 
and premium notice enclosures, all especially designed to 
pave the way for an Acacia Fieldman’s call, are being 
furnished free to our representatives. 


This advertising campaign and effective follow through 
material typifies the kind of sales support Acacia gives its 
Fieldmen. It is another of the many reasons why their 
average annual production, year after year, is among the 
highest in the life insurance business. 


ACACIA MUTUAL 





Life Insurance Company 


Harry J. Shaffer, Agency Vice-President 
Home Office, Washington 1, D. C. 


yanon 


sso 


August 1957 





We can “a — ight 


| J. L. Erhardt, assistant U. S. man- 

h ry | p gy \ | ager for the Royal-Globe Group, 

a has been elected chairman of 

‘ : the government committee at the 

annual meeting of the Reporting 
Form Service Office. 


Armand L. Sanderson, assistant 
comptroller since 1947, has been 
appointed comptroller of Shen- 
andoah Life. 


solve 


"Lol ti. 
IRR R ER SE 
Jack E. Baldwin is 


now vice president 

: of Central National 

. : and Central Na- 
, = : tional Life, Omaha. 
He was formerly 

with Southern and 

Industrial Life, both 

of Dallas. 


Laurance G. Doyle has been ap- 
pointed a secretary of Glens 
Falls and assigned to the com- 
pany’s New York city office. Mr. 
Doyle was formerly manager of 
the Philadelphia office. 


Vernon D. Greene, formerly vice 
president and secretary of Berk- 
shire Mutual Fire, has been 
elected secretary of Guarantee 
Mutual Fire. Raymond A. Pel- 
letier, treasurer of Worcester 
Mutual, has been named treas- 
urer of Guarantee Mutual. 


* 
Stewad Vir & Sm ith | Frederick Fink, M. D., has been 
appointed medical director of 


National Bankers Life of Dallas. 














George R. McClure was elected 

chairman of the Far West 

NEW YORK, N. Y. 116 John Street Agents Conference at its annual 
CHICAGO, IlIlinois.. Board of Trade Bldg. session in San Francisco. 

PHILADELPHIA, Pa. Public Ledger Bldg. Edward M. Brown has been ap- 

BIRMINGHAM, Ala. Frank Nelson Bldg. pointed resident vice president 

; of Continental Casualty’s East- 

MONTREAL, Que., Canada Sun Life Bldg. ern fidelity and surety depart- 

TORONTO, Ont., Canada 897 Bay Street ment. Mr. Brown was formerly 


roduction manager for Aetna 
VANCOUVER, B. C., Canada 629-470 Granville Street “spoon in ens York 


LONDON E.C. 3, Engl 3 
3, England f Sesthing Lane Milton F. Chauner has_ been 


named vice president in charge 
of group insurance for Life In- 
surance Company of North 
ses § America. Samuel R. Moore, Jr., 
ee ee ee ree M.D., has been named medical 
AROUND THE CLOCK director. Robert H. Jordan has 
been appointed actuary for or- 
dinary lines. 


For Brokers * Agents * Companies 
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A TRUE STORY FROM COMBINED FILES 


We'd like to tell you about one 
Combined agent who has had 
a meteoric rise to success. We 
even find it hard to believe that 
only 8 years ago he was just 
another struggling insurance 
salesman. 

This man discovered a package that projected 
him into the realm of big business, where he 
found not only wealth, but happiness beyond 
his fondest dreams. 


The package was one that we have been telling 
you about, the Combined Union Labor Plan, 
a complete pattern for successful selling in the 
accident and health field. 


A short time after he began specializing in the 
sale of this package, our agent realized he had 
something of almost unlimited scope. So he built 
an organization, that is today, one of the most 


Combined Group of Companies 
W. CLEMENT STONE, PRESIDENT 


‘ 
Combined Insurance Company of America, Chicago; 


Combined American Insurance Company, Dallas; 
Hearthstone Insurance Company of Massachusetts, Boston: 


First National Casualty Company, Wisconsin 


COMBINED 
UNION LABOR 
PLAN 


remarkable in the entire insurance 
field. He has 15 sub-agents, all of 
whom specialize in selling Com- 
bined’s Union Labor Plan. How are 
they doing? Each of the 15 is in the 
high income brackets and is auto- 
matically increasing his retirement 
income under Combined’s renewal program. 


Our agent now limits his activity to planning 
and supervision and flies his own plane in con- 
tacting his field personnel. 


A remote example of what Combined can do 
for an agent? Not at all. We can tell you 
similar stories about Combined representatives 
in most all parts of the country. What this agent 
and many others are doing with Combined, 
you can do, too. If you’ll mail the coupon 
below, we'll help you discover a pot of gold in 
one of Combined’s amazing Package Plans. 


oe ee ee eee ee ee ee ee ee ee eee ee 


i Combined Insurance Co. ef America, Dept.'67 
MAIL 5316 Sheridan Road, Chicago 40, Illinois 


THIS 
COUPON 
NOW! 


Gentlemen: I am interested in the details 
about Combined profitable Package Plans. 


Name 





Address____ 


City State 


a | 





For more information, circle 41 on card on page 89. 
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A NEW RECORD 


Over $400 Million Insurance in Force 
for 165,000 Guarantee Policyowners! 


People in the field who work hard 
serving the policyowners... 


More than dollars and statistics 
are involved in this record: 

People in our home office who 
support the agency force promptly 
and enthusiastically. 


People with well founded faith in 
the strength and soundness of the 
Guarantee and its policies... 


We’re proud of our record—and we are grateful to the people who made it possible. 


For information about Y Gynamic opportunity write 
J. D. ANDERSON MUTUAL LIFE COMPANY 


Agency Vice President 
—— OMAHA, NEBRASKA 


1805 Douglas St., Omaha 2, Nebraska 
— 
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The Aetna Fieldman 
Is a Good Man to Know 


The Aetna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen always have worked in close cooperation with agents and brokers. 
Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen—which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 
The Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions on building a more profitable business. He is a good man to know. 








Meet John E. Darling, Assistant Manager, Columbia, 
S. C. One of John’s chief current interests is Little League 
baseball—for the very good reason that his twelve-year-old 
son pitched the League's only no-hit game in Columbia last 
season. John himself is always “in there pitching” for his 
agents and is widely known as a good man to have on an 
agency team. He is also a recognized authority on rating, 
having served from 1951 to 1954 on the Executive Com- 
mittee of the North Carolina Fire Insurance Rating Bureau 
and currently serving on the Advisory Committee of the 
South Carolina Inspection and Rating Bureau. 


Meet John C. Johnson, State Agent, Norwalk, Conn. 
John’s career in insurance is the record of a young man who 
has gone places in a hurry—from underwriter to State 
Agent in eight years, with stops as Special Agent in Dallas, 
Houston, Hartford and Norwalk. He decided to enter in- 
surance while in college, and graduated from the University 
of Conn. asa B.S. in Business Administration and insurance 
major in 1949, He joined the Aetna the same year, and in 
1951 attended the Aetna Multiple Line School. He was 
promoted to State Agent last January. His hobbies are golf, 
woodworking and furniture refinishing. : 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY 


THE WORLD FIRE AND MARINE INSURANCE CO. 


THE CENTURY INDEMNITY COMPANY « STANDARD INSURANCE CO. OF N. Y 


HARTFORD, CONNECTICUT 
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Clinton £. Allen, President 








You can write or renew the big 
Ve: , ; 5 
Kap —(— important risks in workmen’s compensation 


zi U and liability if you have the right tackle. 


a You need a carrier with (1) an open-minded 
underwriting attitude; 
(2) a reputation for fast, fair-and-square 

loss adjustment; (3) financial strength, 

and (4) safety engineering services that keep 

losses at a minimum and rates in line. 


That’s Bituminous. Line up with 


Bituminous and see. 


BITUMINOUS 
CASUALTY CORPORATION 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY 
ROCK ISLAND, ILLINOIS 


Specialists in Workmen’s Compensation and Liability Lines 
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SYMBOLS OF QUALITY 


The Life of Virginia Salutes 
its 1957 Quality Award Winners 


13 Years 4 Years 


Daniel L. Williams, C.L.U. Frank G. Childress Gordon E. Ellison 
Malcolm H. Webb, Jr. Wideman E. Durham William L. Garretson 


— George H. Fletcher, Jr. William I. Rosenthal, C.L.U. 
Joseph A. Jamison, Jr William Cox Jones George E. Simpson 
pecans — Albert E. Killian 1Y 
9 Years Frank P. Redman _ 
W. Barton Baldwin 3Y James K. Ablan 
T. Braxton Horsley, C.L.U. “=e Travis Y. Barnes 
James A. Coleman Paul L. Blackwell 
7 Years Stephen Hall Frank Cala 
Abe Richman Richard L. Jordan John L. Caramela 
James E. Dixon 
© Fears 2 Years Wallace B. Garst 
Herbert M. Holcomb Cl < C. Gwal 
Samuel D. Montgomery, Jk. Robert W. Austin arence C. Gwaltney 
; Paul D. Bailey Clarence E. Knight, Jr. 
5 Years 


Wade A. Barham Chester F. Morgan 
Billy Richman Ray W. Clarke, Jr. Robert L. O’Harra 


2 Years 


THE LIFE "toveaxy OF VIRGINIA 
SINCE 187] RICHVOND, VIRGINIA 
August 1957 





d be happy to see a son of mine 
choose a career in life insurance! 


A message to every father 
who is interested in helping his son 
plan a career 
from MACDONALD CAREY 


well-known actor 


**- HAVE never had the time or incli- 

I nation to become an expert in 
financial planning, but I’ve been for- 
tunate in having an extremely capable 
life insurance agent. His good advice 
got me started buying life insurance 
early in my career. 

‘**As I’ve built a family security 
program over the years, I have gained 
a deep respect for the profession of 
life insurance and the men in it. 

“If, as they grow older, any of my 
three sons should develop an interest 
along this line, I would encourage a 
career in life insurance. I feel that in 
life insurance every capable and con- 
scientious young man will be well 
rewarded in a material sense. But he 
will gain an even greater and more 
lasting satisfaction from the vital and 
valuable part he plays in the lives of 
his clients and their families.” 


A CENTURY 
OF SAFEGUARDING TOMORROW 


HIS COMPANY, now celebrating its 

100th Anniversary, is one of the world’s 
largest. It has an enviable reputation for the 
low net cost of its life insurance. 

It is also a company noted for progressive- 
ness. For example, Northwestern Mutual's 
new Quantity-Earned Savings (QES) pro- 
vides greater-than-ever savings on all types 
of policies, $5,000 and up. Ask your North- 
western Mutual agent about the new QES. 


KARSH, OTTAWA 


A NORTHWESTERN MUTUAL POLICYHOLDER. For the security of his wife 
and six children, Mr. Carey has a total of seven policies with this company. 


Tke NORTHWESTERN MUTUAL 2 Lrsurance Company 


MILWAUKEE, WISCONSIN 





AS ADVERTISED IN TIME AND NEWSWEEK 
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NORTH AMERICAN REINSURANCE 
CORPORATION 


REINSURANGE 


FIRE 
CASUALTY 
SURETY 


161 EAST FORTY-SECOND STREET 
NEW YORK 17, N. Y. 
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NORTH AMERICAN REINSURANCE 
CORPORATION 


REINSURANCE 


FIRE 
CASUALTY 
SURETY 


161 EAST FORTY-SECOND STREET 
NEW YORK 17, N. Y. 

















let’s take 
a look at 
Jefferson Standard’s 


50th Amivenouy 


national advertising program 


_— ens 
swinol 
worst wore” 
THe won Prey ¥ 
How guacho’ 
cen 


Jeliersen 
Standard 


This month, Jefferson Standard begins the largest national advertis- 
ing program in the fifty-year history of the Company. Advertisements 
in Time, Saturday Evening Post, newspapers from coast to coast and 
other dramatic promotions will forcefully tell prospects that “Your life 
insurance dollar works harder at Jefferson Standard” ... that Jefferson 
Standard pays 4% interest on policy proceeds left on deposit to provide 
income. 


These advertisements, plus continuous Home Office support, will mean 
increased sales and profits for Jefferson Standard agents. 


Another important sales point for Jefferson Standard career men 
... and “something worth looking into.” 


~ARO. lig, 


ip) efferson \tandard am 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 


Over 12 Billion Life Insurance In Force 


“Now Celebrating 
50 Years of Looking Ahead”’ 
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HOW MANY SALES OPPORTUNITIES FOR 
STATE FARM AGENTS CAN YOU SPOT? 


The car, of course, is one. Auto insurance is usually a State 
Farm agent’s first opportunity to establish a personal relation- 
ship with his clients. 


The man himself is a prospect for a State Farm life insurance 
policy. It can be part of a program that he and his State Farm 
agent can establish for the financial security of his family. 


The house and garage can be insured with State Farm, too. 
A Homeowners policy with State Farm Fire and Casualty Com- 
pany not only provides fire insurance protection, but personal 
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and residence liability and theft protection, too. 

Do State Farm agents make use of these opportunities? 
Indeed they do! Because of their skill and enthusiasm, 
State Farm Mutual not only insures more cars than any 
other company, but has the greatest fire and casualty 
premium volume in America. And State Farm achieved 
a billion dollars of Ordinary life insurance in force— 
without reinsurance, brokerage, merger or employer’s 
group—in less than 28 years...a record matched by 
no other life insurance company. 

For more information about any aspect of State Farm operations, STATE FARM 
simply write to Director of Public Relations, State Farm 
Insurance Companies, Home Office: Bloomington, Illinois. 


INSURANCE 





Illustration From The Travelers Record, 1867 
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SANFOAD-Co. 


The Dream of a Man: Not Insured 


Here’s a man waking up to the fact that acci- 
dent insurance is important. He only lost a 
good night’s sleep but others have lost much 
more. They realized the value of an accident 
policy too late—after the accident. 


Since 1864 when The Travelers Insurance 
Company wrote the first accident policy issued 
in America, thousands of men and women 
have been gratified they had an accident con- 


tract with this pioneer company. 


And The Travelers has kept pace with the 
changing times. Today, with a wide variety of 
up-to-date policies, The Travelers is protect- 


ing people throughout the United States, 


Canada, Puerto Rico, and Hawaii. Policy- 
holders can be sure of prompt and courteous 
attention for 3,300 employees devote their en- 
tire time to claim service. 


Make sure your clients know about this 
vital form of protection, 


The nearest Travelers Manager or General 
Agent will be happy to give you complete in- 
formation on the Modern Travelers Accident 


policies. 


See him soon. You'll do well with The 
Travelers—the first accident insurance com- 


pany in America. 


THE TRAVELERS “ 


INSURANCE COMPANY, HARTFORD 15, CONN 


a 
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First Public Offering... 


3-D Pension Plan 
For Small Groups 


Exclusive New Plan Gives Small Concerns 


Every Advantage Enjoyed by Giants 


Groups of 10-40 employees can now be provided adjustable programs . . . stress on simplicity and 
retirement income plans... on a group underwritten adequacy every step of the way. 
basis . . . comparable in features and advantages ; 
: F tes No trust needed. Qualifies for tax advantages. 
to the finest ever developed for industrial giants. he kph Fist ‘ 
Group underwriting. Virtually no admin- 
Continental has devised master contracts to istrative burden. Premiums well below 
fund more different types of pension plans individual policies. 


than any other insurance company. a ; 
: To get the full and easily understandable facts, 


Directed by this wealth of experience, CAC re- please write for a copy of our booklet, “An Im- 
search skimmed the cream from the best of existing portant Consideration.” 
plans. Then results were combined into readily 


adaptable basic elements for building individually “Attractive Commissions’... Doubled! 


“An Important Consideration” is almost a do-it- 
yourself pattern for small group pension planning. 
No technicalities. No mysteries. Ask for your copy 


by return mail. 


ethee 
5 


gEEEEES 
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Retirement and Special Plans Department 


3190 SOUTH MICHIGAN AVENUE CHICAGO 4, ILLINOIS 
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LIFE INSURANCE HOSPITALIZATION 








ACCIDENT AND HEALTH ie’ ANNUITIES 








MAJOR MEDICAL EXPENSE @ Ma GROUP PLANS 
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The BMA fieldman represents a Company which offers 
to its clients a full line of personal insurance services to 
take care of every individual need. 


awe 
an 


His qualifications as an expert in personal insurance pro- 
tection are backed by a Company with one and a quarter 
billion dollars of life insurance in force, and 48 years’ 
experience in the field of accident and health. 


His services include hospitalization, major medical ex- 

pense for individuals and groups, retirement income, 

Business MeEn’s ASSURANCE educational, mortgage and other comprehensive plans. 
saat | of CAmenica In fact, the BMA fieldman offers personal insurance 


Home Office: Union Station Plaza, Kensas City 41, Mo. | protection of all types to people in all walks of life. 


BMA Life and A&H Reinsurance Service, available to other insurance 
companies, is handled by a special staff of Reinsurance fieldmen. 
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PROTECTION THAT FITS 
LIKE A GLOVE 


In recent years, new contracts have been 
developed which are designed to give “‘protec- 
tion that fits like a glove.”” Many insurance 
buyers still aren’t aware of these efficient forms 
...or they don’t realize that the coverage 

they now carry is out-dated in amount, form, 
or both. THEY ARE UNDERINSURED. 


The next time you talk to 

your clients or prospects, tell 
them how replacement costs on 
all property have spiraled upward 
... Show them how these 

new, modern coverages 

will give full-value insurance at 
reasonable cost. Then watch your 


premium income multiply! 


UNITED STATES FIRE 


INSURANCE COMPANY 
ORGANIZED 1824 


110 WILLIAM STREET + NEW YORK, N. Y. 


CASUALTY + FIRE «+ MARINE «+ SURETY 


WESTERN DEPT., FREEPORT, ILL. + PACIFIC DEPT., SAN FRANCISCO + SOUTHERN DEPT., ATLANTA »* ALLEGHENY-OHIO DEPT., PITTSBURGH + VIRGINIA-CAROLINAS DEPT., DURHAM, W. C. 
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RAINY-DAY 
~ PROTECTION 


All insurance, in effect, gives 
your clients protection against 
a future “rainy day”...and for 
the most comprehensive home 
protection, there is no substitute 
for a dwelling “package pol- 
icy.” These modern contracts 
give broad coverage for home- 
owners and tenants...and at 
a substantial saving. 


Our sales aid material on dwelling “package policies” 
is available to and has been used successfully by representatives 
of Crum & Forster Companies. Show your client the way to complete home insurance 


in one policy! The results will be pleasing to both of you. 


of Insurance Companies 
CASUALTY FIRE e MARINE SURETY 


@ CRUM & FORSTER GROUP 


UNITED STATES FIRE INSURANCE CO Organized 1824 
THE NORTH RIVER INSURANCE CO... . Organized 1822 THE WESTERN ASSURANCE CO., U. S. Branch Incorporated 1851 
WESTCHESTER FIRE INSURANCE CO. . . Organized 1837. THE BRITISH AMERICA ASSURANCE CO., U.S. Branch... Incorporated 1833 


110 WILLIAM STREET + NEW YORK 38, NEW YORK 


WESTERN DEPT., FREEPORT, ILL. © PACIFIC DEPT., SAN FRANCISCO + SOUTHERN DEPT., ATLANTA + ALLEGHENY DEPT., PITTSBURGH © VIRGINIA-CAROLINAS DEPT., DURHAM, N. C. 
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fo be worn 
with justifiable pride! 


HE CHARTERED LIFE UNDERWRITER KEY is a fitting symbol of 
ier professional skill and ability of the life underwriter 
who wears it. Among our field and home office associates, we of 
the Equitable Life Insurance Company of Iowa are proud to 


number 60 Chartered Life Underwriters. 


We contribute wholeheartedly to the Cooperative Fund and 
include CLU studies as an integral part of our training pro- 
gram. It is with real pleasure that we present engraved CLU 
keys to graduating candidates and pay their expenses to attend 


con ferment exercises. 


d LIFE INSURANCE COMPANY OF IOWA 


FOUNDED IN 1867 IN DES MOINES 
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DESIGNED for 


MODERN LIVING 


HE PLICO 65 


newest addition to the 


preferred PLICO series plans— 


featuring... 


a low rate, whole life paid up at 65. 

M $10,000 minimum issue. 

M issued from ages 10 to 65. 

M waiver of premium. 

M $5.00 or $10.00 per month disability income. 


™ purchaser benefits for ages 10 to 14. 


THE PLICO 65 


FLEXIBLE FOR 


MODERN NEEDS 


Address inquiries to the Agency Department 


Philadelphia yi ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
Joseph E. Boettner, C.L.U., President James H. Burdick, Agency Vice-President 


OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE 








ERO Sree 
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$38 milli 
$\"/ billion 


FOR MEN OF GREA 
SIMNNAL CAREER | 
OFFERING UNLIN ED Orr 


» general agencies 


salary incent! 
» group and it 
representative 

<: <. : 


“Sh SALES DEPT. 
Washington Vational 


INSURANCE COMPANY 


* 
HOME OFFICE 
EVANSTON, ILLINOIS 
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WASHINGTON NATIONAL 


INSURANCE COMPANY 


on A&S premium income 
life insurance IN force ad 


EM PRONE AK DROFES: 
N FIELD UNDERWRITING 
RIUNIIES— 


tive salesmen 
en divi ar sales 


WASHINGTON NATIONAL INSURANCE COMPANY 
Evanston, Illinois 


4 want 1 bnput MAW... about selling for 


Washington National and the marvelous opportunity it 
presents in increased earnings for me. 


[-] Send further details immediately 


[] Have your Regional Office contact me: 


NAME_ 
ADDRESS 
CITY ZONE___STATE 

PHONE___ 

















Multiple Line COVERAGES 


Each of the company groups which comprise The American was, prior 
to integration, not only a prominent multiple line insurer but also 
a nationally-recognized leader in a special field of insurance: The 
American for fire, multiple peril and marine, American Auto and 
Associated Indemnity for casualty, bonds and workmen’s compensa- 
tion. This vast fund of knowledge and experience in the multiple 
line field is available to all representatives of The American. 


FIRE, EXTENDED COVERAGE 
AND ALLIED LINES 


AUTO BODILY INJURY 








wf AUTO COMPREHENSIVE Bee ea ee 
AND COLLISION 
AUTO PROPERTY DAMAGE 


GENERAL LIABILITY AND > - 
PROPERTY DAMAGE Stil 


MULTIPLE PERIL COVERAGES \ 


| BURGLARY AND THEFT ‘= 


FIDELITY, SURETY 


GLASS INSURANCE 


ican Jnowrance (Group 


Newark, New Jersey 


eu. 


The American Insurance Company 








American Automobile insurance Company « Associated indemnity Corporation 
ee SOARS Seas a PS St ea 
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Reflect on the prestige the C.L.U. program can give you. 


Men who consider insurance not just a career, Equitable representatives, too, are aware of 
but a profession, know the value of the C.L.U. the C.L.U. program’s advantages. Over 400 
study course. wear the key, and 1300 others are preparing for 
In a short time it gives them the knowledge, — the C.L.U. examination. 

confidence and prestige which ordinarily would Check now with your company about its plans 
take years of experience to achieve. The C.L.U. _ to assist you. And get in touch with your local 
key is more than an emblem of the insurance C.L.U. Chapter or Life Underwriters Associa- 
expert. It is the key to real success. tion for information about Fall courses. 


LIVING INSURANCE by Equitable 


The Equitable Life Assurance Society of the U.S., 393 Seventh Avenue, New York 1, N. Y 
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BENEFIT ASSOCIATION 


OF RAILWAY EMPLOYEES 


Here’s the 


SHIFT 
with a LIFT 


for every man on your team! 4 


There’s a lift for your entire agency force... when you 
shift to Benefit Association! Yes, you’ll feel it in the 
office morale ...and see it in your earnings, too. Here’s 
what you can offer your team... when you make the 
SHIFT WITH A LIFT... to the Benefit Association: 


A Lift in Sales... 


with better values for policyholders in Life, S&A, 
and Hospitalization. 


A Lift in Earnings... A bj 
with better commissions for your men... overwrite f 1G pl US 
for the agency... vested renewals. or Ge 
neral Ag 
ents 


A Lift in Promotional Activity... and b oe. 
with hard -hitting, fast-moving, home-office- roker S, too! 


planned promotion that sets the pace for 

leads and other prospecting methods. F U L L as € A 
A Lift in Morale... Hospitalizea: 
knowing that you’re offering a fresh, clean, sound wi lization 


ith Ss : 
line— with strong public acceptance and exciting on Urgical Benefit; 
new coverage soon to be announced. Sroups of 25. 200 


Get All the Facts about opportunities with or without: 
for your agency. See how you can build 
bigger, faster, more profitably. Write 
in complete confidence to 


* Group life 
* Accident and 


Sickness : one 
JOHN H. LUMLEY © Med; disability 
Executive Vice President edical care 
Dept. 808 * Dread disease 
td . 
Other ptional benefits 


Seeeegeeengosor meena: 


BENEFIT ASSOCIATION 

: _ @f Railway Employees sy 
: Established 1913 o 

Benefit Association Building « cnhege 34. Wing is 


CS OE ae 


oS RR RR TET EC "] 
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IN NEWSWEEK 
and 
47 MAJOR 
NEWSPAPERS 


advertisements similar 
to this one are targeted 
at the prospects of 

our representatives. 
Each advertisement 
reaches a circulation 
of over 9,000,000 
readers and not only 
builds prestige for the 
company but affords 
each local agent a 
‘“‘hard selling’”’ partner. 
This, coupled with our 
training, top-notch 
sales aids, and our 
*““Tailor-Made’”’ policies, 
designed to meet 
individual needs, will 
make more money 

for you under 


PAN-AMERICAN’S 
CAREER CONTRACT 


“One of the select 
group of companies 
writing 90% of the 
nation’s life insurance.” 


J President 


ECtheie 


Executive Vice-President 


Lege ee 


Vice-Pres. & Agency Director 
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Ful YOURSELF on your 


~. own payroll first / tir 
\ = 


Your Fan-American Agent 
can show you how... 


When the butcher, the baker, and the furniture maker all 
have their hands out for a slice of your salary every payday 

and your money is gone before you know it—better do 
something about it. The wise thing is to put yourself on your 
own payroll first! Make sure that you and your family get part 
of each paycheck, for future security. The best way is to buy 
a Special Pan-American Life Insurance Policy for Family 
Protection. Your policy will be tailored to fit your income and 
your individual needs. Ask your friendly Pan-American Agent 
for the full story. 


One of the select 


oe Pan-American 
we A Life Insurance 
| Wee Company 


A MUTUAL 
COMPANY 


PAN-AMERICAN LIFE INSURANCE COMPANY 
2400 Canal Street °* rtment PR-57 
New Orleans 19, Certo ‘U. S.A. 


Without obligation, please tell me how to put myself on “My Own Payroll First!” 
NAME 


ADDRESS___ : : nines Date of Birth__.__—_ 





had to support 
our family 





Her monthly expenses would be . . . house, food, clothing $450 offers low-cost protection. For example, 
Income from life insurance and Social Security would be _ 250 suppose you are age 30, your youngest John Hancock, Dept 
Difference $200 child is 7. If you're not here, your family 200 Berkeley St., Boston 17, Mass 


Where will the extra $200 come from? _ will receive $10,000—then $200 a month Please maz! me, without obligation, your new book 
Whar Y nould Kno ‘OF xu Buy Lit 
until the children are capable of self 65 « ‘ eosag shesoasel sles steep 


As a family man, you may recognize this Insurance tect my family, I can set aside 


stark problem as your own. Now—with support. The cost for this family income $2 a week $5 a week $10 a week 
the youngsters dependent on you— your plan would run about $5 a week. Your whatever is necessary 

responsibilities are at their peak. Yet the John Hancock representative can show 
f income you have available to pay for life how this plan would work for you. Mail 
insurance is limited. coupon for more facts abour how he can Address 


For these difficult years, John Hancock serve you. 


Nome 





thn Banco K 


LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 











A John Hancock advertisement in LIFE, LOOK, READER’S DIGEST, U.S. NEWS 
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Insurance: Prime Agency 


ENERAL MacArthur no longer is the sub- 
(S ject of daily headlines. His military 
prowess has been written as a bright chapter 
in America’s history. Age has clouded the hopes 
that millions shared for his political advance- 
ment. There remains his ability to analyze with 
clarity the economic and social evils that beset 
the nation. He still phrases colorfully and with 
comprehension the path to be taken if we would 
continue America as a land of achievement and 
of inspiration. 

Speaking as president of Sperry Rand, Gen- 
eral MacArthur warned against forces at work 
that would undermine those basic principles 
which guided the nation’s Founding Fathers. 
“Tax burdens have become so oppressive that 
they are almost confiscatory of venture capi- 
tal,” he warned. This tax system, the General 
believes, is the cause of creeping inflation 
which, by a devaluation of the dollar, has 
ruined its purchasing power and opened the 
door to socialization. 

American greatness and glory has been based 
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on two guarantees which it has provided for its 
every citizen. Men with ability and industry 
always have had vistas of riches, both material 
and spiritual, as a due reward. And in their 
age, peace and pleasure are a promise as the 
fruits of that early labor. 

Onerous tax removes the incentive for both 
attainments. Without the broad awareness that 
ambition and work bring success and its enjoy- 
ment, America could sink to a level where 
individuality, as in other lands, would be sub- 
merged in the abyss of state socialism. 

Insurance, America’s greatest evidence of 
man’s determination to be independent and self- 
sustaining, could find in this same tax burden, 
a cancer which by the “erosion” of incentive, 
ingenuity and integrity, might deprive it of its 
pristine opportunity to serve. Insurance, for 
more than a century, has been the prime agency 
through which men and women were enabled to 
enjoy life to the fullest in a land which God 
has blessed with a richness unsurpassed in the 
annals of men on earth. 
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Omaha's livestock market, found- 
ed in 1884, is one of the nation's 
oldest markets and now leads in 
total receipts with 6!/. million 
head. 


Omaha Endorses Insurance 


Omaha is growing as a city and as an insurance center. In this special issue, 
The Spectator salutes Omaha and presents endorsements of insurance by 
some of its prominent citizens accompanying this article on pages 35 and 37. 


eer home offices are 
listed as places to see, points of 
interest in Omaha, Nebraska’s 
largest city. A map for visitors 
in Omaha lists three home offices 
under “Insurance Buildings” in 
the group of “Points of Interest” 
along with the Livestock Exchange, 
city parks and hospitals, museums, 
universities, and Boys’ Town. 


Home Offices 


Omaha shows a real _ interest 
in insurance —all types — with a 
reported 38 companies headquar- 
tered there. The Chamber of Com- 
merce and other civic groups pub- 
licize Omaha’s insurance activities. 

Therefore THE SPECTATOR picked 
Omaha for this special endorse- 
ment feature. We received state- 
ments from a group of Omaha’s 
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ieading citizens on their endorse- 
ments of insurance accompanying 
this article. They talked freely of 
their high regard for insurance 
and of the way local insurance 
companies are helping Omaha to 
grow. 

And Omaha is certainly grow- 
ing. Without any reference to 
statistics, you can see the growth 
when you make a quick tour of the 
city. New homes, churches, shop- 
ping centers and, of course, office 
buildings and industrial plants are 
pushing up and out. 


Livestock Leadership 


The industrial building is espe- 
cially significant. Omaha has tra- 
ditionally been an _ agricultural 
and transportation center. It has 
reached the peak as the “World’s 


Largest Livestock Market” with 
first place in both total livestock 
receipts and in federally inspected 
livestock slaughter. Also Omaha 
is an important grain center and 
reports that it produces more 
creamery butter than any other 
city in the United States. 


Industrial Growth 


But now industry is moving in 
beside agriculture as a source of 
strength for Omaha. Back in 1952 
there were about 450 larger busi- 
ness concerns in Omaha; today the 
list runs well over 800. 

This bumper crop of businesses 
has taken some intensive cultiva- 
tion. Those 450 business groups 
pooled a million dollars in 1952 to 
form the Omaha Industrial Foun- 
dation, as it is now known. Morris 
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Ak-Sar-Ben (just the state spelled back- 
ward) represents a civic service group 
and its racetrack. 


E. Jacobs, whose insurance en- 
dorsement accompanies this article, 
was a pioneer in this group. Ells- 
worth Moser, also one of our en- 
dorsers, is president of the Foun- 
dation. 

By developing industrial sites 
through this group, Omaha has 
been able to attract some large 
plants. Continental Can Co. was 
the first to put a unit at Omaha. 
Allied Chemical & Dye Corp. put 
a $25 million fertilizer plant on 
the Missouri River below Omaha. 
Other plants came along too, the 
latest being Western Electric Co. 
which will complete a $100 million 
plant at Omaha in 1959 to employ 
about 4,000 and make equipment 
for American Telephone and Tele- 
graph. 


Home of Boys Town 


Still, Omaha has more achieve- 
ments than those in agriculture 
and manufacturing. One of Amer- 
ica’s best known homes for boys 
was founded by Father Flanagan 
in Omaha forty years ago. Now 
grown to be home and school for 

Continued on page 36 
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JOHN ROSENBLATT 


Mayor 
Omaha, Nebraska 


The Insurance industry is of paramount 
importance to all Americans because it 
stands as one of the few remaining bul- 
warks protecting free enterprise against 
the creeping influence of the socialistic 
state. It enables a person to stand on his 
own two feet, to protect the health and 
security of his loved ones through his own 
foresight and judgment, rather than for- 
feiting his heritage of self reliance and 
responsibility in dependence upon the as- 
sistance of governmental agencies. | am 
proud and happy that the city of Omaha 
has achieved a position of national prom- 
inence as a center for this vital industry. 


ELLSWORTH MOSER 
President 
United States National Bank of Omaha 


We at The United States National Bank 
continually stress that there is never too 
much life insurance. We believe life in- 
surance is one of the few ways the average 
man can build an estate. It is an ideal way 
to preserve other holdings of an estate. A 
sound banking connection and well planned 
life insurance protection go hand in hand. 
Each provides a security that has strength- 
ened our economic structure. 

We in Omaha are proud of the out- 
standing growth that our home office in- 
surance companies have made and we 
are equally proud of the general agencies 
representing the great insurance companies 
of the world and the role they play in this 
area as good citizens. 


RT. REV. MSGR. NICHOLAS 
H. WEGNER 
Director 
Father Flanagan's Boys’ Home 
Boys Town, Nebraska 


The importance of carrying some type 
of health, accident and life insurance 
needs no proof. It has saved heartaches 
and worries for countless people in times 
of suffering and distress. And even when 
all is going well it is a comforting thought 
that one is fully protected against any 
eventuality. 

In fact every type of insurance whether 
on life or property carries with it great 
peace of mind and gives real secu-ity. The 
confidence the public at large has in most 
insurance companies bespeaks the effi- 
ciency and honesty of their work, opera- 
tion and administration. The insurance bus- 
iness has grown tremendously during the 
past fifty years, and is presently one of 
the best assets in the economy of our 
country. 


Mayor John Rosenblatt 


Msgr. N. W. Wegner 


Milton Reynolds 





Omaha Endorses Insurance 


1,000 neglected and _ underprivi- 
leged boys, Boys’ Town has its 
own town 10 miles south of Omaha. 
Rt. Rev. Msgr. Wegner, who is in- 
cluded in THE SPECTATOR’S group 
of endorsers, has been director 
since Father Flanagan died in 
1948. 


Medical Center 


Omaha has also grown as a medi- 
cal center with the expansion of 
both its medical training and 
treatment facilities. We got this 
report—and an insurance endorse- 
ment—from Mrs. Mariana Gard- 
ner Matthews, executive secretary 
of the Omaha-Douglas County Med- 
ical Society. The University of 
Nebraska and Creighton Univer- 
sity both have “Class A” medical 
schools, with Nebraska U. expand- 
ing its work in psychiatry while 
Creighton is developing a center 
for the rehabilitation of children. 
There’s a new Veterans Hospital 
in Omaha and another hospital 
just completed on the University 
campus. 

Speaking of veterans, we can’t 
overlook Omaha’s military impor- 
tance as headquarters of the U. S. 
Strategic Air Command. From 
Offutt Air Force Base, Lt. General 


This statue memorializes Father Flanagan 
who founded his Boys Town in Omaha. 


Omaha's new Municipal Auditorium has provided a center for civic activities as well as 
providing facilities for the growing number of conventions that are meeting in the city. 


Thomas Power, who took over com- 
mand last month from General 
Curtis LeMay, directs our coun- 
try’s air defense. 


Knights of Ak-Sar-Ben 


The sources of Omaha’s devel- 
opment are many and_ varied. 
One civic group, headquartered in 
Omaha but serving all of Nebraska, 
is the 10,000 member Knights of 


‘ 


Ak-Sar-Ben, a non-profit group 
which since the start of this cen- 
tury has sponsored many social 
and welfare activities. It gives 
“Good Neighbors” awards to in- 
dividuals and good _ citizenship 
awards to newspapers in the state. 
It sponsors several large musical 
shows during the year as well as 
aiding livestock shows, 4-H clubs, 
and local county fairs. Ak-Sar- 
come from _in- 


Ben’s resources 


Omaha classes food processing as its largest industry with 50 per cent of the 
area's manufacturing employment. Below grain is unloaded at Quaker Oats’ plant. 
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MILTON H. REYNOLDS 
Allen & Reynolds, advertising 
Omaha, Nebraska 


Life insurance is often the first purchase 
a young man makes that gives him the 
feeling of maturity, of independence, of 
responsibility. He has created new worth 
for himself. He now has a tangible stake 
in his future. This feeling grows as more 
life insurance is added to meet new needs. 

Life insurance has become almost a 
necessity, but | believe that we should not 
forget the fact that it adds status and 
meaning, even provides a thrill, to young 
people when they first realize its value and 
power. There are not many products or 
services that have these qualities, and in 
selling, that is a rare advantage that 
should be used to the fullest extent. 


FRANK P. FOGARTY 
Vice President and General Manager 
Stations WOW and WOW-TV 


Insurance ranks along with food, shelter, 
clothing and education as an obligation of 
the family man, because it supplies all 
these things when he cannot. Life insurance 
is a way of living and working after death. 
It is a substitute father, husband and wage 
earner. But it is more than protection, it is 
a form of thrift, a means of estate building. 
Next to a good name, it is one of the most 
priceless heritages a man can leave his 
family. 

In these days of rising medical and hos- 
pitalization costs, health and accident in- 
surance is more necessary than ever be- 
fore. The same can be said for all forms of 
casualty insurance. If you can't afford to 
insure a car, for instance, you can't afford 
to own it. It will pay every man to plan a 
complete insurance program and re-study 
it at frequent intervals. Few things will con- 
tribute as much to peace of mind as a 
good insurance program. 


dividual members, augmented now 
by receipts from the State’s only 
race track with pari-mutual bet- 


transportation center, served by 
ten railroads, one of which—Union 
Pacific—has its headquarters in 


MRS. MARIANA GARDNER 
MATTHEWS 


Executive Secretary 
Omaha-Dougias County Medical Society 


Confidence in a secure future—that's 
what insurance has given me. | know that 
no matter what happens my major needs 
and those of my family will be cared for. 

Beyond that, private insurance makes 
me independent of government aid 
schemes. It strikes a blow at what someone 
has called "creeping socialism." We can 
build our own futures when we use private 
insurance. 

The way insurance is improving has also 
impressed me. Now I'm paying for all my 
life insurance with a single monthly check. 
| hope the companies will continue to ex- 
pand by making it more attractive to 
young people. Young people need in- 
surance so desperately at 20, but they 
don't realize that until they're 40. This is 
especially true for young medical students 
and interns. Insurance is so important for 
protecting these young people who will 
contribute so much to medicine and to 
America. 

Insurance protects America today 
through the security it gives to its millions 
of policyholders. It also protects America 
by standing as a bulwark around the rights 
of the individual to determine his own 
future. 


MORRIS E. JACOBS 


President 
Bozell & Jacobs, Inc. 


Omaha has gained recognition through- 
out the country as the Hartford of the 
West. Omaha's growth as an insurance 
center springs from the rapid growth of 
Mutual of Omaha, and other insurance 
organizations which have their home offices 
in Omaha. Omaha is a city on the march. 
Insurance, the livestock industry, railroad- 
ing, food processing, all play a vital role 
in making Omaha a dynamic, moving, 
progressive city that is attracting national 
attention. 


offices. 


ers have 


Mariana G. Matthews 


Morris E. Jacobs 


growth — including its insurance 
Its civic and business lead- 
put on record in this 


ting which the non-profit group 
owns. This year’s Ak-Sar-Ben’s 
“king,” Ellsworth Moser, is among 
THE SPECTATOR’S endorsers of in- 
surance. 

Omaha has also developed as a 
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the city. With a new Municipal 
Auditorium, Omaha became a con- 
vention city for almost 300 gath- 
erings with over 90,000 delegates 
last year. 

Every part of Omaha reports 


issue of THE SPECTATOR their sup- 
port for insurance. From our side, 
we salute them for the great pres- 
ent and future they have in 
Omaha, the “hub of the Midwest.” 
—The editors. 
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INSURANC 


Personal Security, 





Mr. President Endorses 





NE of the clearest evidences of the faith of our people in the free institu- 
QO tions and the future of America is the fact that many millions of our citizens 
own life insurance policies. Their ownership of life insurance is more than a 
great multi-billion dollar bulwark of family protection. It is also a kind of thrift 
which provides productive capital. This capital, invested in farms, factories, 
homes, transportation, utilities and other resources, helps to give this nation 
the economic power needed to buttress freedom in the world. 


President of the United States 
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Financial Stability 


LEVERETT SALTONSTALL 

U. S. Senator, Massachusetts 

Our democratic form of govern- 
ment provides us with the founda- 
tion of security. The strength of 
this foundation depends on the 
confidence of our citizens, which 
in turn depends on their faith in 
the American institutions. 

High in the list of such institu- 
tions is our system of life insur- 
ance. It is one certain method which 
provides security for the future. 
Through life insurance we can be 
sure that those we love are cared 
for so long as they live. Through 
life insurance we can plan for our 
own independence in old age. 


RICHARD B. RUSSELL, JR., 
U. S. Senator, Georgia 

Life insurance has contributed 
as much or more than any other 
single factor to the establishment 
of the high standard of living en- 
joyed by the American people. 

Not only is insurance one of the 
best investments that anyone may 
make, but through insurance we 
may create security and protection 
for those for whom we are respon- 
sible. 


EDDIE V. RICKENBACKER 


President, Eastern Airlines 


Life insurance, in my opinion, 
has always been an absolute ne- 
cessity for the American family 
and its members. In fact, it con- 
tributes to the American family— 
as much as to the American home 
—in frugality, stability and se- 
curity. 

Life insurance should start with 
all teen-age youth and should be 
promoted and inspired by the par- 
ents in order to instill in their chil- 


August 1957 


Get a policy. and then hold on to it. It means self-respect. It 


means that no 


ody will have to put something in a hat for you or 


your dependent ones if you should be snatched away from them. 


dren while they are still young, the 
value of “a penny saved is a penny 
earned” to the maintenance of a 
life insurance policy. In this way, 
the burdens of illness, accidents 
and old age are guaranteed pro- 
tection. 


LISTER HILL 

U.S. Senator, Alabama 

Life insurance, like fire and cas- 
ualty insurance, has contributed 
immeasurably to the building of 
security for the American family, 


“Pewee <L.- ¥ a4 
Pn 


President, 1885-1889, 1893-1897 


to the peace of mind of its bread- 
winner and to our country’s eco- 
nomic strength and stability. 

A life policy is more than just 
life insurance. It is a sound means 
of regular saving. To millions of 
American families their life insur- 
ance savings have provided such 
opportunities as business, farm and 
home ownership and _ education. 
Every day American families draw 
upon the savings accumulated 
through life insurance premiums as 
their only source of meeting finan- 
cial emergencies of many kinds. 
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The protection afforded my fam- 
ily by the policies which I hold is a 
great comfort to me. 


FRED WARING 


Orchestra Leader of 
“Pennsylvanians” 


To me, life insurance is a com- 
mon-sense necessity of benefit to 
both young and old. Either as a 
means of investment and saving, 
or as a means of accepting one’s 
responsibilities in full, life insur- 
ance is as necessary as other fun- 
damental needs of present-day 
living. 


TERESA BREWER 

Coral Records Recording Star and 

TV Singer 

When my husband and I look 
at our three little girls, we fully 
know the meaning and value of 
life insurance. Though Kathy, 5, 
Susan, 4, and Megan, 114, are too 
young to realize it, their happy, 
smiling faces are in great part 
due to the sense of security that 
we impart to them. The feeling 
of well-being that we, as parents 
who have invested in life insur- 
ance have, is reflected in their 
eyes. That reason alone makes my 
husband and I firm believers in 
life insurance. To us, life insur- 
ance rates the number one spot 
in life’s “Hit Parade.” 


R. H. DeMOTT 

President, SKF Industries 

Now, more than ever, it is nec- 
essary that we strive to maintain 
those traits of character and the 
simple virtues implicit in the 
“American Way.” 

These are individual freedom, 
individual enterprise and _indi- 
vidual responsibility. 

There can be no doublt that in- 
dividual responsibility implies a 
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Life insurance increases the stability of the business world, raises 
its moral tone and puts a premium upon those habits of thrift and 
saving which are so essential to the welfare of the people as a body. 


sound life insurance program. 
From the beginning, Americans 
were guided by the principle that 
each would provide for himself, 
and for his own. He who accepts 
his responsibilities will surely be 
found among those subscribing to 
life insurance. 


KATE SMITH 


Recording and radio singing star 
One way to insure a contented 
way of life is to first insure the 


Mews te 


President, 1901-1909 


Phacriore 


tangible articles of life surround- 
ing man every day. The average 
man finds insurance the _ best 
method to approach the desired 
status of security for his family. 
Fortunately, he is able to select 
and choose from the many plans 
offered, those which suit his needs 
best. This availability of choice is 
further proof of the validity of 
the insurance program. 


ST. JOHN TERRELL 

Producer of Music Circus 

Lambertville, N. J. 

Annuities always have been the 
most popular form of life insurance 
in the theatre. Show people probably 
feel themselves inadequate to ap- 
praise investments and would pre- 
fer to pool their resources and al- 
low the professional investors in in- 
surance companies to take care of 
their savings. 

What we’re all afraid of, pro- 
ducers and performers alike, are 
the mercurial] peaks and depressions 
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A man in office, without means, must abandon the hope of mak- 
ing the future of his family luxuriously comfortable. All a man can 
do under existing circumstances to safeguard his family is to get his 


life insured. 


of show business. And performers 
—TI was in that part too for a while 
—also worry about the day when 
they can perform no more. The in- 
surance industry has certainly pro- 
vided stage people with their best 
answer to that fear of tomorrow. 


as 


President, Cosmopolitan Doll & Toy 
Corp. 


My company recently discovered 
the benefits of insurance when 
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President, 1909-1913 


our sewing factory burned to the 
ground. With the wonderful co- 
operation of our insurance com- 
pany, we were able to recover 
from the disastrous effects. This 
further enhanced my long-estab- 
lished confidence in insurance and 
bolstered my belief in adequate 
coverage. 


MARGARET CHASE SMITH 

U. S. Senator, Maine 

Life insurance is truly a basic 
institution in American life. It 
offers real hope, real planning for 
the future, real saving and real 
protection for one’s family. 


JULES SYRKIN 

President, Lock-Rite Structures, Inc. 

A home and a garage are major 
investments for the average fam- 
ily. They are usually the result of 
long years of saving and planning. 
We recommend to the purchasers 
of our prefabricated structures 


that they protect their expendi- 
tures with insurance. The home is 
vital to healthy family life, and 
insurance is vital to the home 
buyer. The home building industry 
has always been a great advocate 
of and benefactor from insurance 
protection. 


KARL E. MUNDT 

U. S. Senator, South Dakota 

Life insurance provides protec- 
tion for loved ones during the pro- 
ductive years and safeguards the 
home in old age by securing the 
bereft against misfortune. As a 
means of investment, it encour- 
ages thrift. 


JACKIE ROBINSON 


Vice President In Charge of Personnel, 
Chock Full O° Nuts Corporation 


As a family man, I have been 
well aware of the necessity for 
and the vital importance of life 
insurance. Since joining the busi- 
ness world this year, I have ob- 
served at first hand the numerous 


benefits that the various types of 
insurance programs offer to em- 
ployees. Insurance brings peace of 
mind and financial security to the 
family man, can help provide the 
money for a college education, and 
is essential to the business man. It 
furthers America’s economic prog- 
ress in many areas. Insurance is 
indeed a worthwhile investment. 


MEL ALLEN 
Radio, TV and Newsreel Sportscaster 
“It’s like money in the bank.” 
That little phrase has become sy- 
nonymous with a good investment, 
and rightly so. And there is no 
better investment—none safer or 
Continued on page 43 
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State Governors Call Insurance... 


“Essential”. . .“Vital”. . .“Primary Protection” 


ORVAL E. FAUBUS HAROLD W. HANDLEY 


Governor, Arkansas Governor, Indiana 


ERNEST W. McFARLAND ALBERT B. CHANDLER 


Governor, Arizona Governor, Kentucky 


VERNON W. THOMSON HERSCHEL C. LOVELESS 


Governor, Wisconsin Governor, lowa 
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WILLIAM G. STRATTON 

Governor, Illinois 

The general acceptance and dependence on insurance 
by the public since it was first regulated March 11, 1869, 
by the Illinois Legislature has been one of the miracles 
of our fast growing economy. So many individuals, as 
well as corporations, place reliance with the institution 
of insurance in order to be assured that the catastrophes 
of life and the destructive hazards of business may be 
softened. 

As Governor of the State of Illinois I wish the entire 
insurance industry continued success so that they may 
be better able to serve the citizens of this great Nation 
of ours. 


ROBERT B. MEYNER 

Governor, New Jersey 

As a lawyer and a public official, I have had many 
opportunities to observe the fine contribution the in- 
surance industry makes to the citizens of New Jersey. 

The many homes and families which are kept intact 
through the proceeds of life insurance policies constitute 
a major contribution to society. 

In like manner, the sharing of disastrous loss to the 
property of our citizens through insurance is a large 
factor in the prevention of financial hardship and an 
important stabilizing factor in our economy. 

For these reasons, I am a great believer in insurance 
and the need for a sound and progressive insurance in- 
dustry. 


ERNEST W. McFARLAND 


Governor, Arizona 


When I was a young man, I sold insurance and early 
learned how important it is to our American way of life. 

The men and women in America who are employed 
in the insurance industry are contributing greatly to 
that way of life. 


ORVILLE L. FREEMAN 


Governor, Minnesota 


In our modern civilization, it is essential that every 
home owner and family head be adequately protected 
by insurance against the natural disasters and catas- 
trophes which sometimes arise. Such insurance not only 
provides that the family is safeguarded against ruin by 
an unforeseen happening, but affords to the head of 

Continued on page 54 
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wiser—than life insurance. There 
is nothing that speaks more for 
an individual’s financial “health” 
and for his concern for his fam- 
ily than a life insurance policy. 


JUNE TAYLOR 
Choreographer and President 
June Taylor School of Dance 
Without rehearsal, no 
steps on stage, waves to the con- 
ductor to start the music and then 
proceeds to cavort into beautifully 
constructed, well - organized pat- 
terns of movement. Before en- 
trance from the wings, the dance 


dancer 


is planned, co-ordinated with mu- 
sic and memorized to insure pre- 
cise and significant movements. 

It would be difficult to draw the 
analogy directly between choreog- 
raphy and insurance, but the idea 
is relevant. To prepare for the 
future, life—like the dance—must 
be planned; everything must be 
co-ordinated to insure the “grace- 
ful” way of life. There’s no better 
method to achieve this than life 
insurance. 


DAVIS CUNNINGHAM 

Opera, TV and Concert Star 

I can buy the future for a pre- 
mium—that’s what I like about in- 
surance. For a small down payment 
right now, I can reserve a seat for 
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If a man does not provide for his children, if he does not provide 
for all those dependent upon him, and if he has not that vision of 
conditions to come, and that care for the days that have not yet 
dawned, which we sum up in the whole idea of thrift and saving, 
then he has not opened his eyes to any adequate conception of 
human life. We are in this world to provide not only for ourselves, 
but for others, and that is the basis of economy. 


the great performance that lies 
ahead. 

No matter what happens, I can, 
through insurance, be certain that 
my finances won’t keep me from 
enjoying those days ahead. My en- 
dowment policies will take care of 
me when that ‘“future’’ comes, and 
property insurance will stand by to 
prevent the effects of any catastro- 
phe that might wipe out my finan- 
cial stability. 

Therefore, whenever I can, I will 
expand the benefits due to m2 
through my life policies. For in 
that way, insurance offers me a 
chance to expand my future, just 
as the future of opera is being 
expanded by the enjoyment of per- 
formances on television. 

For my part, the show couldn’t 
go on without insurance. 


MORT ABRAHAMS 
Executive producer of NBC-TV's 
“Producer's Showcase” 
Being the father of two young 
children, it is natural tor me to 


President, 1913-1921 


be concerned with their future 
education. In that regard, life in- 
surance is a source of great com- 
fort to me in that I am assured, 
whether or not I am physically 
present to pay tuition fees, that 
my children will enjoy the bene- 
fits of a college education. This 
guarantee that my son and 
daughter will be provided with 
the intellectual training necessary 
to succeed in this competitive 
world, is another of the many 
blessings of life insurance. 


DAVID O. ALBER 


President, David O. 
Alber Associates, Inc. 


Life insurance for the family 
man serves a function of tremen- 
dous importance in many ways. It 
is the instrument that can provide 
funds for education of the chil- 
dren and guarantee economic pro- 
tection for the family. 

The elasticity of life insurance 
is evidenced by its significant cash 
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values and loan provisions, which 
can supply needed assistance. 

The significance of life insur- 
ance should be instilled in the 
youth of the family. They too 
should learn of its far-reaching 
importance so they can explore 
insurance investments for them- 
selves at an earlier age. 

I endorse life insurance as a 
fundamental requirement for the 
American family. 


JOHN L. McCAFFREY 

President, International Harvester 

Corp. 

My belief in the value of life 
insurance is based on two major 
considerations. First, I am for any 
program which encourages people 
to provide for themselves rather 
than look to some other person or 
agency—and life insurance does 
that. Second, I am sure that if we 
are to make progress, the habit of 
Saving must be practised, in the 
future as in the past, and life in- 
surance is one of the finest ways to 
save. 


SAMMY KAYE 
Bandleader and Recording Artist 
Anyone in the entertainment 
business can vouch that, without 
insurance, the future has a grim 
overcast. Retirement plans in the 
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Perhaps | shall best express my opinion of the value of life insur- 
ance when | tell you that | took out my first policy as a youth of 
nineteen. | have found policies a pretty heavy burden upon my 
resources at times, especially in my earlier years, but | have always 
found them to be very comforting possessions and, if | had my life to 
live over again, | would seek to take more rather than less. 


entertainment world are set in 
motion and become reality with 
the solid foundation of insurance 
behind them. I always give insur- 
ance plans the four star rating, 
the very rating reserved for only 
the best presentations. 


SPESSARD L. HOLLAND 

U. S. Senator, Florida 

It has been well said that “Life 
insurance is something a rich man 
can afford to carry, and a poor 
man cannot afford to be without.” 
No single business affords greater 
help in time of need, or makes 
more systematic and _ scientific 
preparation for meeting its obliga- 
tions. Through depression and ex- 
pansion alike, it has remained the 
most steadfast of our great finan- 
cial institutions. 

Although its activities have ex- 
panded until the payments to liv- 
ing policyholders are twice that to 
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beneficiaries of those who have 
died, the protection of dependents 
must always be the primary object 
of life insurance, with disability 
indemnity secondary, and the in- 
vestment features of the least im- 
portance, though by no means in- 
consequential in themselves. 


SPRING BYINGTON 
Star of CBS-TV's "December Bride" 


On television I portray a widow 
named “Lily Ruskin.” At the in- 
sistence of her daughter and son- 
in-law, Lily lives with them. 
Though money and security as 
such are never discussed on the 
show as far as Lily’s assets are 
concerned, any fairly steady 
viewer soon realizes that Lily is 
financially independent of the 
children. If and when such a 
thought strikes a viewer, it should 
come as no surprise, for it is com- 
mon practice in America today 


THE SPECTATOR 





There is no argument against the taking of life insurance. It is 
established that the protection of one's family, or those near to him, 
is the one thing most to be desired, and there is no medium of pro- 
tection that is better than life insurance. Our government has given 
close attention to the insurance companies, and they are on so sure 
a foundation that it is in substance a guaranty method of our people. 


LALA, 
btu LAG 


for older women, and certainly 
younger women with children to 
bring up, to be protected by their 
husbands through the wonderful 
opportunity and investment that 
is life insurance, an opportunity 
available to every responsible 
family man in the country. 

Through life insurance, a widow 
can raise her children and give 
them an education without undue 
hardship, as well as arrange for 
her own advanced years. Of 
course, before it becomes neces- 
sary for the value of any policy 
to be paid, life insurance allows 
a family to forge ahead without 
fear of insecurity. 

What other investment offers so 
much for so little? 


TED COLLINS 

Manager of Kate Smith 

One, Two, Three Strikes ... 
You’re Out. That’s baseball, not 
life. In life there is a way to strike 
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three times and not have the same 
effect. 

Strike One 
future 

Strike Two... 
of insurance 

Strike Three . 
that plan 

And then it becomes, One, Two, 
Three Strikes ... You’re In. 


decide your 
select your plan 


.. go ahead with 


ELOISE ENGLISH 


Executive vice-president, Slenderelila 

International 

I feel that life insurance is a 
basic institution of the American 
way of life. It fosters thrift dur- 
ing the productive years and pro- 
vides security when conditions 
warrant it. The mental security 
benefit of insurance is important. 
I travel a great deal and carry 
with me valuable jewels and furs. 
I always have the fullest coverage 
for my personal effects, and my 
mind is at ease knowing I am con- 


stantly protected against theft or 
loss. 

Life insurance offers hope, pro- 
tection, security and savings, im- 
portant musts for independence in 
later years. 


HENRY DWORSHAK 

U. S. Senator, Idaho 

It is my belief that the funda- 
mental desire for security can 
most nearly be satisfied through 
the wise use of life insurance. It 
appears to me that one of the few 
stabilizing factors remaining in 
our social life today is that of life 
insurance. 


KURT E. BAUER 

President, Sanitized, S.A. 

Insurance is protection. It guar- 
antees that disaster or any eco- 
nomic loss does not have a per- 
manently unsavory effect on one’s 
personal life or business. I have 
found a scientifically planned in- 


surance program can cover every 
emergency and contingency. 
Knowing this gives me a great 
deal of comfort. 


JOHN O. PASTORE 

U. S. Senator, Rhode Island 

Our servicemen and 
women have set a fine example for 
our country in their response to, 
and acceptance of National Ser- 
vice Life Insurance. This action 
demonstrates their conviction that 
life insurance is a great social and 
economic influence in their every- 
day lives, as it should be in the 
lives of all those who believe in 
security. This security cannot at- 
tain a national level without indi- 
vidual effort and a widespread de- 
sire for security. Each of us can 
best accomplish this through the 
medium of life insurance. 


service- 


45 





INSURANCE 


PERSONAL SECURITY 
FINANCIAL STABILITY 


GOGI GRANT 
Recording and TV singing star 


Show business being the unpre- 
dictable profession it is, life in- 
surance is an absolute necessity 
to protect the performer and his 
or her family from “hard knocks.” 
Although I am currently “sitting 
on top of the world,” I am invest- 
ing a large part of my income in 
life insurance so that my family 
may avoid the insecurity that fre- 
quently follows the demise of the 
breadwinner. Any thinking mem- 
ber of the entertainment 
would do the same. 


world 


MRS. GERTRUDE BERG 
The Original "Molly Goldberg" 


I have long believed and stressed 
to my family, relatives and wide 
circle of friends that life insurance 
is a key requisite to the family and 
the American economy. The bene- 
fits of insurance are realized in 
many ways. It is important to in- 
sure funds for college education for 
our children. And as a mother and 
grandmother, I have recognized the 
value of life insurance as a force to 
gain family security and peace of 
mind. 

Life insurance, too, contributes 
to an important degree towards the 
community’s welfare and the na- 
tion’s strength. It is life insurance 
that enables dependents to forge 
ahead without carrying additional 
burdens. I believe that, wherever 
possible, the family should seek as 
much protection as it can afford. 


BOB HOPE 
NBC-TV and Motion Picture Star 


Well, here I am, talking about 
insurance. That’s like Crosby talk- 
ing about a low golf score. We’re 
not authorities on the respective 
subjects, but enjoy having them. 
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Insurance offers men and women an opportunity to pool the 
financial effects of chance misfortunes, and is also a good medium 
for saving and investment. The wide distribution of insurance in this 
country is an invaluable factor in our daily life and is, | believe, one 
of the finest results of our national development. 


This much I do know, though. 
Without life insurance, people in 
show business would find it a much 
shakier proposition than it already 
is. You can be way up there one 


day and a has-been the next. The 
best way for the young actor, 
singer or comedian-—and this goes 
for anyone in any field—-to build 
his future is to first eliminate 
financial worry. 


) a 
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One way of doing this is by buy- 
ing as much life insurance as he 
can afford. I’ve seen many actors, 
many of whom bunked in the star’s 
dressing room with that gold star 
on the door, pass on with little left 
for their dependents. First things 
first—and one of the first things on 
anyone’s mind should be adequate 
life insurance. 

You don’t have to be an actor to 
know that life insurance plays an 
important role in your own story. 


ROSS D. SIRAGUSA 


President, Admiral Corporation 


Life insurance is one of the 
mainstays of the American home. 
No family and no _ individual 
should be without some form of 
life insurance on an adequate ba- 
sis to create security for loved 
ones for the years ahead. 
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The advantages of life insurance, manifest every day in every 
community, cannot be discounted. This form of insurance is part of 
our modern life. To carry adequate life insurance is a moral obli- 
gation incumbent upon the great majority of citizens. 


JEAN MARTIN 

Singing Star NBC-TV 

I have always considered life in- 
surance as extremely important 
since its benefits are many indeed. 


Funds set aside through life insur- 
ance have provided education for 
hundreds of thousands of our col- 
lege students. Of greater import- 
ance, life insurance is the instru- 
ment which affords economic se- 
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curity to the family when finan- 
cial assistance is most urgent. 

The values of insurance are mani- 
fested in other directions, too: in 
the event a policy loan is required; 
for their excellent cash values in 
time of need; for its beneficial im- 
pact upon society; and because it 
strengthens the family, the com- 
munity and the nation. I certainly 
endorse the outstanding purposes 
and the widespread importance of 
life insurance. 


GUY LOMBARDO 

Orchestra Leader 

I have heard it said by some un- 
thinking persons that people in 
high income brackets do not need 
life insurance because their other 
investments amply provide for the 
future of their loved ones. I can 
honestly say that life insurance 
has been my first concern and my 
first investment. Naturally I have 


invested in other fields, too, but 
not before making sure that my 
family and loved ones were com- 
fortably taken care of by my in- 
surance. I believe our national 
prosperity depends in good part 
upon the manner in which we in- 
sure that after we—the wage earn- 
ers—pass on, the ones we leave be- 
hind will be well provided for. 


EDWARD FIELDS 

President of Edward Fields, Inc. 

designers of custom-made rugs and 

carpets 

As a family man and a corpora- 
tion president, I have been for 
many years aware of the numer- 
ous benefits inherent in both life 
and property insurance. Life in- 
surance is, of course, a requisite 
for the family man, with the valu- 
able financial protection and 
peace of mind that it offers. In 
addition, life insurance funds, in 
many instances, provide the foun- 
dation for a college education. 

For the business man with vi- 
sion, whether he be in retailing, 
manufacturing or heavy industry, 
property insurance is a “must.” 
The entire field of insurance has 
beem a strong and constructive 
force in the growth of our coun- 
try. 


AUSTIN SMITH, M.D. 

Author 

One of the advantages of living 
in a free country is the right to 
prepare for the future as each man 
and woman sees fit. However, this 
preparation carries with it re- 
sponsibilities which must be met 
by the wage earner if he is to keep 
himself and his family from be- 
coming destitute when financial 
crisis occurs. Loss of life can pre- 
cipitate such a crisis for those who 
do not have resources on which to 
draw. The man who prepares for 
the future by securing adequate 
life insurance is obviously willing 
to meet his full share of respon- 
sibilities. At the same time he is 
aiding in the _ preservation of 
individual and family freedom—a 
fact which sometimes is overlooked. 
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PERSONAL SECURITY 
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JOHN W. BRICKER 

U. S. Senator, Ohio 

Life insurance encourages every 
husband and father to provide for 
those dependent upon him. It fos- 
ters thrift during the productive 
years and provides security when 
conditions require it. Life, fire, and 
casualty insurance mean self-re- 
spect. They supplant fear with 
faith. 


ROBERT S. KERR 

U. S. Senator, Oklahoma 

As to the value of life insurance, 
it gives me pleasure to say that I 
know of no sounder investment 
available to the average man, what- 
ever his vocation or profession, 
than a reasonable amount of life in- 
surance, based on his ability to pay. 


GEORGE K. GOULD 

President, Telestudios, Inc. 

One factor undoubtedly respon- 
sible for the economic health and 
social advances in the United 
States is the insurance program, 


enabling the citizen to adequately 
provide security and funds for 
education for his family. Insur- 
ance affords millions peace of 
mind and a foundation for the 
community’s welfare. I heartily 
recommend it for the worker and 
the businessman. 
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| am now, and | always have been, a believer in life insurance. 
| have tried to carry out that belief in practice. Besides Govern- 
ment War Risk Insurance, which | obtained in the First World War, | 
have policies in several old-line companies. 

Even a poor man can build up an estate with life insurance. When 
he does create such an estate, he can feel real satisfaction in know- 
ing that his family is protected if anything happens. 


M. R. SULLIVAN 


President, 
Pacific Telephone & Telegraph 


I believe that the most effective 
endorsement of life insurance is 
to be found in the acceptance it 
has won from people in every 
walk of life. I am glad to add my 
own word of belief in it. 

For the individual it is one sure 
way to create an estate. And only 
after he has established an estate 
on the sure and solid basis that 
only life insurance can provide, 
does he become free to take on the 
more speculative and venturesome 
opportunities that may (or may 
not) lead to large fortune. 

For the nation’s economy under 
free enterprise, life insurance 
serves as the one sure way of pro- 
viding a large and continuous flow 
of capital funds required to keep 
the productive capacity of the 
country at high level. 
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JAMES A. FARLEY 

Director, Coca-Cola Export Corp. 

It is my personal opinion that 
life insurance is a necessity for 
every man. Particularly necessary 
is the ownership of adequate pro- 
tection for men who have assumed 
the obligations of family head and 
protector. I have always carried 
as much life insurance as my fi- 
nancial position would permit and 
earnestly advised the same course 
to others. 


KARL E. MUNDT 

U. S. Senator, South Dakota 

Life insurance provides protec- 
tion for loved ones during the pro- 
ductive years and safeguards the 
home in old age by securing the 
bereft against misfortune. As a 
means of investment, it encourages 
thrift. 
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HENRY CABOT LODGE, JR. 
U.S. Representative to the U.N. 


The idea that every man who 
has the responsibility and obliga- 
tion of caring for dependents 


should safeguard the future wel- 
fare of those dependents by carry- 
ing life insurance to the extent 
that he can afford is_ indeed 
meritorious. 

It is equally advantageous for a 
man without dependents to provide 
by means of life insurance or suit- 
able annuities should sudden dis- 
ablements rob him of his earning 
power. 


ROBERT E. LEWIS 


President, Argus Cameras, Inc., 
Ann Arbor, Michigan 


Our business is camera manu- 
facturing and we are accustomed 
to the normal risks of that busi- 
ness. Logically, then, we _ believe 
that insurable risks should be 
underwritten by those in the in- 
surance business. 

No manufacturer’ should be 
without insurance coverage against 
all types of catastrophe losses. We 
would like, however, to see con- 
tinuing progress in the develop- 
ment of coverage on a_ broader 
basis such as in the manufacturer’s 
output type of policy, and to see 
the further extension of deductible 
forms of fire and other types of 
coverage. These logical develop- 
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ments would be of great economic 
benefit to the insurance industry 
and to its customers. 


RALPH J. CORDINER 

President, General Electric Co. 

Private life insurance companies 
provide security in the true Ameri- 
can way. Through voluntary 
decisions of individuals, millions 
of American families have received 
protection against shattering ad- 
versities. It is a comfort to me to 
know that General Electric em- 
ployees have chosen to participate 
in our group insurance plan to the 
extent of $1,250,000,000 of life 
insurance in force, and that in the 
past thirty years this protection 
has brought payments in excess of 
$45,000,000 to those in _ need. 
Doubtless through these benefits 
our employees have been persuaded 
to carry additional policies, as I 
have in my own case. 

With a picture like this in front 
of me, I cannot help but endorse 
both the principle and the system 
of American life insurance. 


SHERMAN ADAMS 

Assistant to President Eisenhower 

Life insurance is the means by 
which small financial sacrifices build 
protection against major catastro- 
phes. It offers the nearest approach 
to complete security any man can 
reasonably hope to achieve. Men 
with families, especially, should 
look upon investment in life in- 
surance as a moral obligation. 
There is no better means of as- 
suring peace of mind to themselves 
and their dependents. 


MARION B. FOLSOM 

Secretary, Dept. of Health, 

Education & Welfare 

Life insurance provides a sys- 
tematic savings plan with no risk 
as to loss of principal. It is the 
ideal investment for a man at every 
age. 

For the young man starting his 
career, life insurance creates an 
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MoMst GROUP 
LIFE PLAN OFFERS UP 
TO *20,000 or *40,000 . 


of group life insurance 


for 10 LIVES or MORE” 


YES—now you can offer | 
small and medium size firms ~ 
group life maximums that are 
“realistic” . Maximums _ that 
make it possible for you to pose 
the question “Are you getting 
maximum employee incentive 
out of your group program?” Let 
MODEL GROUP with modernized 
maximums help you to new sales 
volume in the group life field. 
*in states where permitted 
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INSURANCE COMPANY 
IN THE CITY OF NEW YORK 
BROKERAGE SPECIALISTS 
“Your best friend—in any case” 


Agency Department 

United States Life Ins. Co. 

84 William St., N. Y. C. 

Let’; move ahead together. Send me 
information about the Company and 
factson [] Life ( A&H (Group. 
C Lam interested in a General Agency. 
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Address 
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estate immediately and thereby 
Thinking about protection ? provides protection for his family 
before he has had an opportunity 
to accumulate savings. After his 
income increases he can add to his 
Greart-Wesr Lire protection. In later years, after 

eeaweumiani his family is grown, life insurance 
can be maintained as part of his 
estate or upon retirement con- 
verted into an annuity to provide 
an income during the rest of his 
life. 


SEE YOUR 

















AVERY BRUNDAGE 
President, U.S. Olympic Committee 
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ing message on outdoor posters 
will appear in over 100 cities and 


towns throughout the United 





States and Canada in 1957. 





My first life insurance was 
Outdoor advertising is an effective purchased over forty years ago, 
partner of the Great-West Life shortly after I graduated from the 
representative in his sales and University and started to work. 
Since then I have substantially 
increased the amount carried and 
from time to time have purchased 
large sums of term insurance in 




















service activities. 





addition. 
Having paid all these premiums 
without any return one might con- 


Great-West Lire sider this a poor investment. This 


ASS URAHCE COMPAHY 
a ah ts would however, be a most errone- 





ous assumption. The assurance 
that loved ones will be cared for 
in the event of untimely death, not 
to speak of the accumulated cash 
values, leave the possessor of a 
life insurance policy in a much 
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better frame of mind to face the 
world. A life insurance policy is 
one of the best assets a man can 
have, 


WILLIAM S. PALEY 


Chairman of the Board 
Columbia Broadcasting System, Inc. 


It is part of our educational 
process that even good and obvious 
things must be repeated § and 
reiterated over and over. The need 
and value of Life Insurance is no 
exception. 

I can testify to it personally. I 
would recommend it to each 
individual according to his needs 
and financial ability, and for men 
and women and for the young and 
the old. 

Never should the availability of 
Government security programs, 
good and necessary as they are, be 
considered an adequate or complete 
substitute for private and personal 
coverage, even though such cover- 
age sometimes involves a temporary 
sacrifice of more immediate de- 


sires. 


HAROLD E. STASSEN 


Special Asst. to President Eisenhower 


Life insurance has without ques- 
tion served as a stimulant to the 
courage and self-reliance of in- 
dividuals that they might set forth 
on the building and developing of 
their own chosen field of activity. 
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There can be no question but 
that the security obtained through 
the institution of insurance has 
been a factor in the decisions of 
countless men to take a chance in 
courageous development of an idea, 
or the following of an inspiration. 
This courageous initiative of in- 
dividual men and women multiplied 
throughout the nation, is the very 
life blood of the stream of prog- 


ress. 


CHESTER BOWLES 

Former Ambassador to India 

Life insurance has a vital, double 
meaning to America today. To the 
individual who holds a policy, it is 
protection for him and his family; 
a guarantee of economic security 
for his wife, an education for his 
children, and a permanent home. 
Regarded in this light, life insur- 
ance has become a protector of the 
family. 

But life insurance has another 
deep responsibility in our society. 
As time has gone on, the savings of 
millions of Americans have gone 
into life insurance policies creating 
an immense reserve of investment 
capital. In the hands of thoughtful, 
wise investors, this capital can be- 
come a prime mover in our 
country’s expanding economy. It 
can provide the credit with which 
manufacturers have been able to 
replace old equipment with new, to 
enlarge plants, and to evolve new 
industrial processes. It can inject 
new energy and confidence into 
countless phases of our economy. 
An encouraging example of such 
forward-looking investment is the 
entry of insurance capital into a 
new field of public service: the con- 
struction of needed  low-rental 
housing. 

These are two great reasons why 
life insurance today is a key to 
the strength and security of our 
nation. 


WILLIAM A. PURTELL 
U. S. Senator, Connecticut 
Connecticut might well be term- 
ed the mother of insurance, for in 
this, my native state, many of the 
Continued on page 52 
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great institutions that have be- 
come trade marks of America had 
their beginning and their develop- 
ment. In Connecticut, insurance is 
an integral part of our lives. We 
honor it and value it for what it 
is—a vital contribution to human 
welfare. 


IRVING M. IVES 
U.S. Senator, New York 


There is no institution in our 
American economic system for 
which I have a higher esteem than 
that with which I regard life 
insurance. It offers to individuals 
in every walk of life the means of 
establishing security through sys- 
tematic savings and thrift and, at 
the same time, affords protection 
for loved ones. 

Life insurance provides an es- 








our key industrial cities. 


fying and profitable. 


The 
UNION LABOR 


Life Insurance Company 


200 East 70th Street 





If you are a capable and conscientious producer 
we have a message for you! 


General Agency opportunities with The Union 
Labor Life Insurance Company are now available in 


The many successful insurance salesmen now 
holding a ULLICO General Agency contract are espe- 
cially aided by our Company’s knowledge of the trade 
union movement and our particular opportunities in 
the trade union insurance market. 


Definite ULLICO leads are the means through 
which an ambitious, alert agent with a record of sound 
production and service can develop a career both satis- 


We invite your inquiry. 


AGENCY MANAGER 


EDMUND P. TOBIN, President 


New York 21, N. Y. 

















sential stabilizing influence in the 
economic and social life of our 
country. Those who have the wis- 
dom so to save money thereby 
uphold one of the most cherished 
principles of our system of free 
enterprise—freedom and security 
through individual enterprise and 
effort. 


SEYMOUR BERGER 

Chairman of the Board, 

Guaranteed Title & Mortgage Co. 

Insurance for the family and 
insurance for protection of invest- 
ments in business are prime 
requisites in today’s society. In- 
surance is the gateway to financial 
peace of mind and also represents 
wise investing. It is also a con- 
structive economic force, aiding 
the community, the citizen and the 
business world. For the modern- 
day homeowner, it is as necessary 
as fuel and plumbing. 


HUBERT H. HUMPHREY 


U.S. Senator, Minnesota 


Peace, freedom, and security are 
three words that have taken on 
ever greater meaning in these 
perilous days. The attainment of 
each of these is the responsibility 
of every individual. Americans 
believe in peace and want it. 
Americans believe in freedom and 
will defend it at all costs. Thought- 
ful Americans believe in security. 
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Insurance of all kinds—and life 
insurance in particular, has a 
direct relationship to security. It 
represents an investment for the 
present and the future. The 
benefits are primarily directed 
towards those most dear to one’s 
heart, the loved ones. A program of 
life insurance fosters those worthy 
habits of saving, planning, and 
investing. No single economic pro- 
gram has done more to protect and 
preserve the family than life in- 
surance. 


WALLACE F. BENNETT 
U.S. Senator, Utah 


I bought my first life insurance 
policy as soon as I had my first 
steady job and I have encouraged 
my children to do the same. I con- 
sider life insurance a completely 
essential foundation for any in- 
vestment program as well as a 
necessary protection for a man’s 
family. 


MILTON R. YOUNG 
U.S. Senator, North Dakota 


There is no question but that 
insurance in all of its ramifica- 
tions has added mightily and 
materially to the growth and 
strength of our nation. I have 
seen insurance in action and have 
benefited from it. 

In my mind Life Insurance 
stands out as most desirable. The 
institution of Life Insurance will 
continue to be an important factor 
in our American way of life, and 
will play a leading role in the 
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economic life and development of add to the amount of his insur- 
America. It will continue its high ance as rapidly as his responsibili- 
standards and extend its financial ties accumulate and his means 
help and benefits to an ever in- permit. As the years go by, he will 
creasing number of Americans realize that his life insurance has 
each year. not only contributed to his own 
personal satisfaction for a duty 
well performed, but the accumula- 
THOMAS E. BRANIFF tions represented by its loan and 
President, Grant Airways cash-surrender values are im- 
When a man marries, the best portant sources of recourse in 
evidence of his sense of responsi- times of financial stress. Life in- 
bility to his family and to society surance should be a “must” in 
is a life insurance policy. He should every man’s life. 
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POLICY 


for Bankers Life of Nebraska’s 
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IPILA\ 


e Ordinary Life coverage from $5,000 to 
$15,000 on Father 

¢ Coverage of one-fifth the face amount 
on Mother, depending upon her age 








e Coverage of one-fifth the face amount 
on children age 18 or under 


e Children are covered automatically at 
age 15 days, 


e Can be issued without medical 
examination 


The Family Plan is the answer to 
the family insurance needs. 


Bankers Life 
‘2322123° Of Nebraska 


SINCE 1887 HOME OFFICE—LINCOLN 
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the family a sense of security in 
knowing that whatever may occur, 
his property and the future of 
his family can be assured. 

It is in the interests of all our 
citizens and our communities to 
have adequate property, life and 
health insurance against the fu- 
ture. 


ORVAL E. FAUBUS 


Governor, Arkansas 
The business of insurance is an 


Continued from page 42 


essential ingredient of our national 
economy. The various phases of 
commerce—finance, production, and 
distribution—depend in a large 
measure upon the security afforded 
by insurance, which, in turn, guar- 
antees normal and uninterrupted 
operation. 

The function of insurance is, 
principally, to substitute certainty 
for uncertainty—to distribute the 
loss that would normally fall upon 
one among members of a large 





AVERELL HARRIMAN, 


Governor of New York 


With its great impact upon the economic and social life of our 
State and our Nation, I am happy and proud that the insurance 
industry is centered in the State of New York. 

The security of the American home and the faith of our people 
in their future are to a considerable extent based on the fact that 
their investments in insurance policies provide them with finan- 


cial protection against misfortune. 


The insurance industry, one of the largest in our nation, makes 
an even greater contribution to the health and vigor of our na- 
tional economy through its services to our individual citizens. 


LEROY COLLINS, 


Governor of Florida 


Naturally, I am a firm believer in insurance. It plays a vital 
role in the economy of our nation. It offers personal and business 
security. It offers security against illness and sudden death. It 
offers security for advancing age and for our families after we 


have “crossed the bar.” 


GEORGE M. LEADER, 


Governer of Pennsylvania 


Insurance is every American’s personal plan for security 


achieved through voluntary initiative and sacrifice. 


It has be- 


come an indispensable element in the consideration of the aver- 
age citizen’s action to establish for himself and for his family 
financial independence from future economic and social hazards. 

Insurance is a primary form of protection for his loved ones, 
his home, his profession, and for his business; it is the fruitful 
result of a man’s cultivation of the good habits of self-resourceful- 
ness and saving. Insurance is every man’s guarantee of the con- 
tinuance of his family’s welfare beyond the span of his own life- 


time. 


The voluntary investment of our fellow Americans in various 
insurance policies contributes strongly to the economic well-being 
of the community, the progressive growth of industry, and the im- 
provement of the national standard of living. Our Nation has 
grown great because of the unbounded confidence Americans 
share in the future and the confidence we all have in our own 
future because of our provident action in the present to plan and 
meet the unforeseen exigencies with which the passage of time 
confronts both the lives of a person and a nation. 

I consider insurance a necessary voluntary supplement to public 
social security conceived and sustained by every prudent Amer- 
ican for his family’s peace of mind. 


group exposed to the same risk. 
It restores the insured to the ap- 
proximate economic position he 
held before the loss, and cushions 
the shock which always accom- 
panies any unfortunate or disas- 
trous event. 


HERSCHEL C. LOVELESS 

Governor, lowa 

The insurance industry occupies 
a vital and very special position in 
the American economy. Risks are 
an inherent feature of our every- 
day personal and business life. To 
the extent that these risks can be 
reduced to predictable, definite ele- 
ments of cost through the insur- 
ance principle, the financial stabil- 
ity of individuals and businesses 
-an be enhanced. 

The availability of insurance for 
the users of our public highways 
has played a vital role in the 
development of this form of trans- 
portation. Without this form of 
protection, use of the public: high- 
ways would subject individuals to 
financial risks which could prove 
disastrous in individual instances. 

Finally, I should like to note the 
fact that the purchase of certain 
types of insurance provides one of 
the most widespread forms of per- 
sonal saving. By means of regular 
premium payments, many millions 
of American family units are 
achieving financial security, while 
their savings are made available, 
directly and indirectly, to finance 
the growth of the American econ- 
omy, which, in the final analysis, 
is the only source of economic 
security for our people. 


VERNON W. THOMSON 

Governor, Wisconsin 

The comprehensive business of 
insurance touches nearly every 
man, woman and child in our na- 
tion. 

The concern for loved ones ex- 
pressed through life insurance pro- 
grams and the provident planning 
for emergencies through insurance 
on property represent major ad- 
vances in assuring us a sound econ- 
omy and social structure. 

With the volume of insurance 
coverage developed to its present 
degree, the sufferings and hard- 

Continued on page 56 
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ships of families and loss of prop- 
erty of the policyholders are recom- 
pensed, at least financially, by a 
system of responsible insurance in- 
vestors and companies. In Wiscon- 
sin we have had the added assur- 
ance of meticulous examination of 
all insurance companies. 


MARVIN GRIFFIN 
Governor of Georgia 
It is a genuine pleasure for me to 
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give you my hearty endorsement of 
insurance and to assure you that 
we appreciate the value of insur- 
ance for personal security and for 
the large investments made in 
Georgia by insurance companies. 

In our state we have many local 
companies which have enjoyed re- 
markable growth and we also have 
represented here virtually all of 
the big companies of the country 
serving the insurance field. 


It’s As Simple 


As This... 


. . $10 may not be enough. In event of total dis- 
ability, a man may need $12 or $17 or even $20 
of monthly income per $1,000 of life insurance to 


support his family. 


This is why Occidental’s broadened Income Dis- 
ability rider allows a man to provide as much as 
$20 monthly total disability income for each $1,000 
of life insurance up to a monthly total of $500. 


And he may not want to wait 6 months for this 
income to begin nor want it to end at age 65. So 
this rider contains only a four-month waiting 
period, coverage to age 60 and, on many plans, 
pays disability income for life during total dis- 
ability — reducing to half the original monthly 


amount at age 60. 


A plan as simple as the need. 


“A Star in the 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice Presideni 


"WE PAY AGENTS LIFETIME RENEWALS... 


West...°%% 


cidental 


Life ...roo 


oMPANY 


. THEY LAST AS LONG AS YOU DO!" 


We can attribute much of our 
building activity, which has been 
phenomenal in recent years, to the 
cooperation of the insurance com- 
panies which have placed invest- 
ments here. 

Income of Georgia citizens an- 
nually is now approaching the 
$500,000,000 mark—half a BIL- 
LION dollars. 

At the present time Georgians 
have upwards of $6,000,000,000 
(Six Billion Dollars) of life insur- 
ance in force. 

Let me wish for you continued 
success in your promotion of the 
movement to inform all our citi- 
zens in this country about the value 
and the necessity of carrying in- 
surance. 


FOSTER FURCOLO 


Governor, Massachusetts 


May I take this opportunity in 
The Spectator to extend my per- 
sonal best wishes and the greet- 
ings of the Commonwealth to the 
men and women in the field of 
insurance. 

Throughout our State and our 
country, the services you perform 


have a significance that is meas- 
ured in terms of the security, hap- 
piness, and protection that you 
help bring to millions of our citi- 
zens. 

Your achievements in the in- 
surance field throughout the years 
represent factors that have open- 
ed avenues of progress in our 
economy and added strength to 
our American way of life. 

I join with all in expressing 
every hope for continued success 
in all your future endeavors. 


ALBERT B. CHANDLER 


Governor, Kentucky 
The democratic principle of the 
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American Government, and of its 
people, is no where better illus- 
trated than in the sharing of 
major and minor losses among a 
great number of persons in a 
business called “insurance.” 

In its premise of providing 
security and peace of mind, the 
success of the insurance business 
has paralleled and, in a _ great 
measure, guaranteed the economic 
development of our great Nation. 

The remarkable strength and 
stability of the insurance indus- 
try, over the years, is a consider- 
able compliment to those who 
guide its destinies. 


JOE FOSS 

Governor, South Dakota 

Life insurance is another one of 
the many privileges that are af- 
forded those of us who enjoy the 
American way of life. It is each 
man’s investment in the tomorrow 
for himself and loved ones. Like 
many of our privileges today, it 
should not be taken for granted, 
but should be regarded as a duty 
and a responsibility. 


ABRAHAM RIBICOFF 

Governor, Connecticut 

Millions of Americans are for- 
tunate to enjoy the security which 
comes from the knowledge that 
their families are protected by 
life insurance. Life insurance 
makes possible the realization of 
family hopes even after the death 
of the head of the household. 

Through life insurance, homes 
can be kept together; children 
can pursue the education which 
their parents planned for them. 
The shock of loss need not in- 
volve economic destitution as 
well. 

Connecticut has played an im- 
portant part in the growth of the 
life insurance industry and is 
proud to be the home state of 
many of our pioneer life insur- 
ance companies. 


THEODORE R. McKELDIN 
Governor, Maryland 
Insurance is a scientific device, 
designed both to build and to con- 
serve the estates of the people. 
The average citizen, with his 
time consumed in his daily tasks 
and his essential recreation and 
Continued on page 58 
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home life, is fortunate indeed to 
have working for him the many ex- 
perts in finance employed by the 
insurance companies in which he 
holds policies. 

A large part of his estate usually 
is accumulated through life insur- 
ance. 

Another important part of his 


estate—his home, its furnishings 
and his other worldly goods—is 
protected by fire insurance. 

Casualty insurance well may pro- 
tect his estate against other losses 
resulting from accidents or a vari- 
ety of possible causes. 

It is hard to imagine a better in- 
vestment than that of insurance. 


JAMES E. FOLSOM 


Governor of Alabama 
I believe that the primary reason 
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for my strong belief in insurance is 
that it offers protection and secu- 
rity to a group of people who would 
not be able to accumulate the means 
for this protection and security 
without the investment plan life 
insurance offers. 


J. HUGO ARONSON 


Governor, Montana 


Insurance has been a big item in 
my life as I have had insurance of 
nearly every variety including life, 
endowment, auto, liability and a 


host of business insurance policies 
in my trucking contracting busi- 
ness and as a small town bank 
president. I have also dealt with 
insurance in various forms as a 
State legislator and as Governor. 

In my opinion, it is something 
you can’t afford to be without. As 
a matter of fact, my philosophy of 
insurance can best be summed up 
by the fact that I bought my first 
policy about the same time as I 
learned the English language and 
I have added to this ever since. 


HAROLD W. HANDLEY 


Governor, Indiana 


The insurance profession is 
greatly respected for its skills and 
its services. I am happy to express 
my appreciation of the multiple 
functions it fulfills. 

To the overwhelming majority of 
Americans, insurance has become 
more than a hedge against mis- 
chance or adversity. Today it also 
is frequently a preferred form of 
investment, and thus it performs 
a dual function for policy-holders. 

I have high regard, moreover, 
for the accumulated funds of insur- 
ance operations as a decisive factor 
in the progressive development of 
our national economy. Investment 
capital is necessary not only for 
the government, but for the ex- 
pansion of private plant facilities, 
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for home building and for farm 
improvement, and for all sorts of 
worthwhile uses as our country 
continues to move forward. 


FRANK G. CLEMENT 

Governor, Tennessee 

The American insurance indus- 
try has grown to maturity among 
the nveople of the world during the 
last half-century, and with this 
maturing has come a greater sense 


of public and private responsibility. 
Yet it remains a surpassingly re- 
markable achievement — I never 
cease to be amazed by it—if not in- 
deed a unique one, that an intricate 
type of business, dominated by 
great national companies engaged 
in interstate commerce, could coop- 
eratively with 48 independent regu- 
lators bound only by voluntary 
agreement, develop sound and uni- 
form regulations. 

And there is no business which 
contributes more to the morale of 
our people, to the welfare of man- 
kind than those of you who are en- 
gaged honestly and conscientiously 
in a business where a man can 
work with the knowledge that 
his family has been cared for; 
where a man can work away from 
home and be secure in the knowl- 
edge that what is destroyed 
through carelessness can be rebuilt 
through the insurance that he’s 
got; where a man can get in 
an automobile with the know- 
ledge that there’s a certain inher- 
ent danger there, that even if he 
does some physical violence unin- 
tentionally to another on the high- 
way, that there are insurance com- 
panies prepared to see that the one 
injured is cared for and that he is 
kept out of trouble; when one can 
look at any kind of operation and 
say, “There stand the insurance 
people between the man and his 
work.” 
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STEVE McNICHOLS 

Governor, Colorado 

With its great impact upon the 
economic and social life of our 
State, and indeed, of our Nation, 


companies which have enjoyed re- 
markable growth and we also have 
represented here virtually all of the 
large companies of the country 
serving the insurance field. 

We can attribute much of our 


I am happy and proud to give you 


‘ building activity, which has been 
my hearty endorsement of insur- 


phenomenal in recent years, to the 
cooperation and the far sightedness 
of the insurance companies which 
have placed investments here. 

Permit me to wish for you con- 
tinued success in your promotion 
of the value of insurance. 


ance and to reassure you of our 
appreciation for the personal secur- 
ity and for the large investments 
made by insurance companies in 
the great state of Colorado. 

In our State, we have many local 
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Part VI—Decisions on 


4... you. recently been 


looking for a “super agent’ who 
will only bring in good business? 
Very likely you have, but even 
more likely you have not been 
able to find him. What are you 
doing to help your agents and 
field supervisors in recruiting, 
selection, training, supervision, 
understanding policyholder mo- 
tivation or sales promotion so 
that they will have a sounder 
foundation and more knowledge 
on “how to sell?” How much 
factual assistance do you provide 
your agents? Most likely you 
have not been using anywhere 
near the number of tools which 
are available to help your agents 
and fieldmen. 

The insurance business tradi- 
tionally has spent a great deal on 
sales promotion; yet, the average 
agent, in spite of all assistance 
given to him, is severely handi- 
capped by lack of facts to guide 
him in the planning of his work 
in the presence of pressure for 
selling new insurance or servic- 
ing existing clients. This chapter 
will focus attention on some of 
the approaches which insurance 
companies and agencies can use 
to do a better selling job. 
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By FRANK LANG 


Frank Lang & Associates 


Do You Know How To Place 

Proper Responsibility in the Plan- 

ning and Supervision of the Sales 
Quotas? 


We have discussed in previous 
chapters how an insurance com- 
pany or agency can set up market 
potentials and locate areas indi- 
cating the greatest promise. We 
have then discussed how to nar- 
row this potential down to the 
local level and pinpoint prospec- 
tive customers. These steps 
should be followed through be- 
fore a company or agency can 
establish realistic sales quotas. 

The function of a sales quota 
is to assign responsibility in re- 
lationship to the true potential in 
a particular territory. It serves 
an additional purpose by provid- 
ing for sales management an ef- 
fective measure of sales perform- 
ance. It can also be used as a 
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guide in determining agents’ re- 
muneration, territorial expansion, 
type of field supervision, degree 
of training, etc. 

The setting of quotas should 
not be left to the whims of an 
ivory-towered home office execu- 
tive. Quotas should portray the 
combined thinking of the com- 
pany’s local sales managers in 
the field, guided by a trained and 
experienced home office staff ex- 
pert. The more actively your 
company’s local field management 
participates, the greater will be 
the likelihood that your sales 
budget will succeed. While final 
decision should be left to top 
management, relying upon proper 
actuarial and fiscal advice, the 
basic data must be agreed upon 
by the very men who will eventu- 
ally carry out the plans. 

Insurance companies, particu- 
larly in the fire and casualty lines, 
have come to recognize in the last 
few years the need for measuring 
the efficiency of the sales force in 
terms of productivity. Sales 
budgetary control provides such a 
measure. Sales budgets must be 
planned in relation to the com- 
pany’s operating budget to assure 
that cost of operation will be kept 


THE SPECTATOR 





to Sell” 


at a minimum and related at all 
times to current production ef- 
forts. Proper use and analysis of 
current sales quotas can thus pro- 
vide for management a factual 
basis for important decisions such 
as expansion or contraction of 
sales and service facilities, open- 
ing of new branch offices, etc. 


Sales Quotas Guide 


For example, one of our firm’s 
clients is using sales quotas most 
profitably as a guide to locating 
agents in selected areas in which 
the company has been concentrat- 
ing its efforts. This company has 
found that, in order to make 
money, it must secure (for ex- 
ample, in an area with an operat- 
ing radius of 75 miles) at least 
$1 of premium per capita and 
in addition a minimum of a $100 
premium per square mile. 

Quotas should take into account 
not only such factors as the rela- 
tive profit potential in each terri- 
tory, the ability of your agency 
force, the drive of field supervis- 
ors and the service facilities of 
your branches, but also your com- 
pany’s financial ability to support 
the program as planned. The most 
ambitious quota will be of little 
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use if it is not realistic in terms 
of the ability of the agency force, 
or if your company will become 
insolvent in trying to live up to it. 


Do You Have Ways to Measure 
Objectively Good and Bad Per- 
formance of Individual Agents? 


The insurance business has 
spent millions to develop more 
sales; yet, amazingly few facts 
are being gathered which can 
guide sales management in ob- 
jective evaluation of what a good 
or poor sales job is. Have you 
seriously asked yourself: ‘What 
do I really want my agents to 
do?” 

There is a considerable differ- 
ence between insurance and other 
businesses as to what ideal per- 
formance on the part of the in- 
surance salesman or agent should 
be. There are further differences 


among various types of insurance 
companies as to the agent’s ex- 
pected performance. Sometimes 
the company’s over-all objectives 
are forgotten by over zealous 
agency men, resulting in eventual 
net losses. 


Objectives Differ 

In the ordinary life insurance 
branch, for example, the agent’s 
primary objective, by and large, 
is sales and policyholder service 
such as programming, etc. The 
underwriting of the risk as well 
as the setting of rates is left up 
to the company staff. 

In the fire and casualty 
branches, on the other hand, 
agents are valued on the degree 
of good business which they 
bring in. Here we find an added 
difference, depending upon the 

Continued on page 62 





selling methods. 


as a “walkie talkie.” 


the sales approaches used. 


technique. 





TECHNIQUES 


What are the techniques which your company or agency can 
use to establish a factual base for its selling approach? 


1. Analysis of sales performance records can aid you in dis- 
covering the most successful sales patterns. 


2. Planning interviews with agents is a good means of ob- 
taining their opinions on the relative desirability of different 


3. Observation of actual sales by trained staff men can guide 
you in determining which presentation is most effective, what 
obstacles are most frequently encountered, etc. 


4. Recording of actual sales, using special equipment such 


5. Consumer surveys in which interviews are held with present 
or prospective policyholders can determine response to some of 


6. Sales demonstration surveys in which a pre-designated 
situation is presented to a cross section of agents can be utilized 
to obtain their comments on the proper approach and sales 
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type of company organization, 
whereby direct writers may give 
greater stress to sales perform- 
ance while companies using the 
American Agency System may 
tend to rely more on over-all profit 
results. The term “acquisition,” 
therefore, often refers to different 
functions, depending on _ the 
branch of insurance or even type 
of company organization. 


Turning Down Business 


Certain companies or agencies, 
for example, employ many high- 
priced agents (or solicitors or 
staff men) whose business it is 
not to sell insurance but rather 
to turn it down. There are com- 
panies and agencies who expect 
their producers to be highly 
trained in engineering and spend 
most of their time and skill show- 
ing customers how they can im- 
prove their operation and thus 
reduce their insurance rate there- 
by ending up actually paying less 
money for insurance. 

Obviously, these agencies be- 
lieve that this activity helps them 
to retain customers, but it hardly 
fits the normal interpretation of 
the term “selling.” A person mov- 
ing from a frame dwelling into a 
brick apartment building will find 
that his household furnishing in- 
surance is invalid unless his 
agent issues a change of address 
endorsement. Such an _ endorse- 
ment probably carries with it a 
return premium which has to be 
carefully calculated, yet it is part 
of the service work which the 
agent has to perform if he is to 
do a good job. 

How do agents themselves eval- 
uate their activities? In a recent 
survey, independent fire and cas- 
ualty insurance agents were 
asked what functions they con- 
sidered most important to their 
job. A summary showed the fol- 
lowing functions listed in order 
of importance: 

1. Re-examining the insurance 
needs of old clients and keeping 
insurance programs up to date. 
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2. Advising new clients as to 
the type of coverage they need. 

3. Representing clients in claim 
matters to the company. 

4. Representing the company in 
explaining policy coverages. 

5. Reminding clients when poli- 
cies should be renewed. 

6. Collecting premiums for the 
company and making premium in- 
stallment arrangements with the 
client. 

7. Controlling risk engineering 
hazards, etc. 

8. Miscellaneous duties. 

Only after an agency manager 
has decided what he expects a 





Editor's Note: Five earlier chapters of Dr. 
Lang's study of insurance marketing have 
appeared in issues of THE SPECTATOR. 
The second half of this sixth chapter on 
"How To Sell" will appear in the Septem- 
ber issue. Final chapters in his complete 
study will be published in THE SPECTATOR 
before the end of this year. 





particular agent to do can he 
start to set up performance stand- 
ards. Some companies have used 
sales quotas refined to the level 
of the individual agent as mea- 
sures of performance. For most 
companies, this tool is not enough 
because it does not take into ac- 
count service requirements. Other 
companies base their judgment 
on a series of factors governing 
the relationship between the com- 
pany and the agent such as: the 
agent’s cumulative production 
record; the agent’s regularity in 
paying his accounts; the number 
of cancellations necessary be- 
cause of poor risks; a measure of 
over-all loss ratio; the cumulative 
records of the profits made from 
business submitted by the agent; 
the number of years the agent has 
represented the company; the 
lines which the agent produces; 
a measure of the combined opin- 
ions of the company staff regard- 
ing the agent’s relations with the 
company. 

Every agent on a company’s 
books is costing money regardless 
of whether he is an employee or 
independent contractor. The 
studies of some fire and casualty 
companies have shown that un- 
less an agent produces $5,000 in 
premiums he likely will be an 
overall loss to the company. 

One company wanting to in- 
crease sales performance in a cer- 


tain territory used the following 
approaches: 1. a statistical anal- 
ysis was made of existing sales 
conditions, covering such factors 
as number and type of accounts 
serviced, number and characteris- 
tics of agents, the number of calls 
versus number of sales made, 
premiums written by line of busi- 
ness and type of account, the rela- 
tive size of premiums, etc.; 2. a 
time and duty study of agents and 
field supervisors covering sales 
performance, use of sales aids 
provided by the company, mea- 
surements of time spent by field- 
men and special agents in differ- 
ent functions such as recruiting, 
training, and technical assistance. 
The study showed, for example, 
that the average agent spent less 
than 20 per cent of his working 
day selling. Some devoted up to 
30 per cent to internal office work. 
some spent between 40 and 50 per 
cent traveling, etc. It is note- 
worthy that the average agent 
used the most effective sales aids 
provided him by the company only 
one third as often as those which 
proved to be least effective. 


Results of Study 

Out of this study grew a new 
job description for both agents 
and field supervisors with a new 
sales mission and new selling 
methods; a major training pro- 
gram was inaugurated based upon 
the results of the study; stand- 
ards were set for determining the 
number of agents to be supervised 
by each fieldman. By following 
these recommendations, the com- 
pany was able to reduce substan- 
tially its acquisition cost in re- 
lationship to premium volume. 

Any insurance company 
contemplating a similar study 
without expert guidance should 
keep in mind that performance 
standards for agents or fieldmen 
are different from office or pro- 
duction standards. Sales perform- 
ance standards can never be ab- 
solute but should be tempered by 
individual conditions, receptive- 
ness of the market, and other 
subjective factors. While these 
limitations should be kept in 
mind, they still place sales man- 
agement using this data judi- 
ciously in a position superior to 
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the management of a company 
leaving sales performance evalu- 
ation to individual judgment. 


Have You Studied the Relative 
Effectiveness of the Various Sales 
Approaches? 

Up-to-date sales research should 
precede the planning of any sales 
campaign to avoid waste of time, 
money and effort; yet few facts 
are now being gathered to sup- 
port company or agency sales 
planning. 


Techniques For Selling 

What are the techniques which 
your company or agency can use 
to establish a factual base for its 
selling approach? 

1. Analysis of sales perform- 
ance records can aid you in dis- 
covering the most successful sales 
patterns. What kind of ap- 
proaches result in calls? What 
patterns result in sales, etc.? 

2. Planning interviews with 
agents is a good means of obtain- 
ing their opinions on the relative 
desirability of different selling 
methods. 

3. Observation of actual sales 
by trained staff men can guide 
you in determining which presen- 
tation is most effective, what ob- 
stacles are most frequently en- 
countered, etc. It might be ad- 
visable to have a company staff 
man or outside research expert 
accompany your agent on his 
client trips or join your fieldman 
while he is recruiting, selecting 
or training agents. 

4. Recording of actual sales, 
using special equipment such as 
a “walkie talkie.” The recordings 
are typed and analyzed to deter- 
mine what approaches are most 
successful and where there may 
be need for more training, etc. 

5. Consumer surveys in which 
interviews are held with present 
or prospective policyholders can 
determine response to some of the 
sales approaches used. 

6. Sales demonstration surveys 
in which a predesignated situa- 
tion is presented to a cross sec- 
tion of agents can be utilized to 
obtain their comments on the 
proper approach and sales tech- 
nique. 

Continued on page 64 
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IN WHAT FIELD CANI 
INCREASE MY SALES 800%? 


It has been estimated that if every firm which needed Business 
Interruption was provided with it, agents’ volume from this 
line would increase EIGHT times! 


BUSINESS INTERRUPTION INSURANCE pays your client the 
normal earnings of his business when the firm is inoperative 
because of destruction or damage by fire or other insured 
peril. 


BEST PROSPECTS 
Small and medium-sized mercantile and manvufactur- 
ing companies need Business Interruption Insurance 
most—yet very few of them know it exists. Here’s a 
really big and worthwhile group of prospects ready 
for development. 


AID TO SALES 


Among the many attractive sales aids 
available to American Casualty agents is 
this folder “Who Pays Your Salary When 
the Place Where You Work Shuts down?” 
It’s a short, easy-to-understand explanation 
of why Business Interruption Insurance is 
necessary. Folder includes formulas which 
enable the client to determine the amount 
of insurance needed. If youd like to see a 
copy of the folder, just mail the coupon. 


AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 


American Casualty Company, Reading, Pa. 
Please send a copy of Business Interruption Leaflet FF-389. [] 


1 am also interested in learning more about American 
Casualty’s across-the-board multiple line facilities. Oo 


NAME 
ADDRESS 
RT tianlian mala cateaieeciamcpen | I eaacaao 























Part Vi—Decisions 


Continued from page 63 


A recent motivational survey 
tried to analyze why many agents 
(in this case, life insurance 
agents) were not accepted by 
their prospects as “objective, pro- 
fessional men.” According to the 
survey many prospects felt inade- 
quate to decide for themselves 
how much insurance they needed 
and relied on the advice of their 
agent. They defended their own 
inadequacy by telling themselves 
that the agent is an “objective 
professional”—a friendly coun- 
selor whose advice can be trusted. 
At the same time they feared that 
the agent is more interested in 
selling than advising and that 
this “friend” was playing them 
for a sucker. 

The agent, surprisingly, showed 
a somewhat similar emotional 
complex. He wished to be known 
as a professional man and con- 


— 


tion of 
LIFE, ACCIDENT 
& SICKNESS plans 


DISABILITY PACKAGE 


= UNITED LIFE 


ACCIDENT INSURANCE CO. 


Concord, N. H. AN OLD NEW ENGLAND COMPANY 
Write H. V. Staehle, Jr.. C. L. U., Field Management V. Pres., United 


EST. 1913 


Life, 8 White Street, Concord, N. H 


States Served: Conn., Del.. D. C., Me., Md., 
N. J., N. ©. “Ohio, *Pa., R. 1., $. C., Vt., Va. 


*General Agency opportunities available. 
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vinced himself that he really was 
an objective counselor to his pros- 
pects; but deep in his heart was 
the suspicion that he was really 
not a professional after all, be- 
cause his income and success de- 
pended upon how much he sold, 
rather than how well he served. 
He frequently felt that he was 
sailing under false colors. 


Formidable Barrier 

According to this study, it ap- 
peared that buyers often erect a 
formidable barrier to the neces- 
sary full and confidential disclo- 
sure of intimate affairs while the 
agent often, unknowingly, commu- 
nicated his own anxieties, con- 
flicts, and unsureness. In either 
case, the sales approach is made 
much more difficult if not impos- 
sible. 

Through study of the work hab- 
its of a large number of agents, 
the Life Insurance Agency Man- 
agement Association and the Life 
Underwriter Training Council de- 
veloped the “Sales Method Index” 


as a device for analyzing the rela- 
tive success of methods that 
agents use in prospecting and 
selling. Agents had to answer 
from their last ten successful and 
ten unsuccessful cases 55 ques- 
tions concerning the market, 
prospecting and sales patterns. 
For example, the question, “Did 
you know the prospect personally 
before the case?” indicated that 
the newer and less qualified 
agents started by concentrating 
too much on those people they 
knew. The better agents, as they 
continued in their careers, came 
into contact with more people and 
it was these contacts who became 
their most valuable prospects. 

In answer to a question about 
the length of time an agent knew 
the prospect, it was found that 
high producers knew their pros- 
pects a shorter length of time. It 
was apparently easier to sell those 
who were met after becoming an 
agent rather than those who were 
known before becoming an agent. 

Other facts developed by this 
study were that the good producer 
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tries more frequently than his 


less effective brother to sell in- BRANCH OFFICES IN 


surance to older people and is 
more successful at it. He also PRINCIPAL CITIES 
finds females and lower-income de arene ie 

prospects easier to sell to but, SG ' £. . wNA TION, 
again, he is more likely to ap- ; : 
proach male household heads and 
higher-income groups. 





Easiest Way Out 


The study furthermore showed 
that it is easier to sell smaller- 
size policies, and to prospects who 
have small amounts of insurance. 
However, the good agent tries to 
sell larger average size policies, 
and to prospects already owning 
larger amounts of insurance. 








Are Your Sales Supervisors Prop- 

erly Selected? Do These Fieldmen 

Do a Good Job of Selecting 
Agents? 








The agency executive who se- x 
lects sales personnel, whether for W oodward, Ryan, Sharp and Davis 


direct production or sales super- Consulting Actuaries 


visory work, has to depend upon 
opinion, personal judgment, ob- 55 Broadway, New York 6, N. Y. 


servation, objective measurements HAnover 2-5840 
and interpretation of such mea- 
surements. 


Tools For Executives THE TOP! 
To the degree that he will be SHOOT FOR a 


abl » fortify his j x rj 
<a agen Haplplaccriaae yates OUR COMPANY'S RAPID EXPANSION PROGRAM 


tools outside of personal opinion 


will he be in a superior position PROVIDES 
to make a calculated estimate re- OPPORTUNITIES UNLIMITED 


garding the probability of success 
for a particular candidate. IN THE GREAT NORTHWEST 

The high turnover of insurance | 
agents and field supervisors has IF—You can supply what it takes for quality results, either as 
a Personal Producing General Agent, or an Agency Builder. 








been a most serious and costly 
problem confronting insurance @ Competitive policy contracts 
companies in all lines. While this 
turnover becomes more apparent | 
to those companies which use sal- | @ Liberal Fringe Benefits 
aried agents or those who finance 
their agents over a period of time, 
it nevertheless has the same ef- 
fect in the long run for those com- 
panies operating through inde- 
pendent agents under the Ameri- 
can Agency System. 


What are some of the tools | YOUR SECURITY 
which can be used to improve | estern tates 
your selection program? | BRAND 
1. Application form and back- | - £. 
ee oe | oLife ; ompany 


ground information. Data secured | 
FARGO NORTH DAKOTA 


@ Agent’s Financing 


@ Direct, Prompt Friendly Service 


Write—in complete confidence to 


R. H. Threlfall, Agency Vice President 
Box 831, Fargo, North Dakota 


can be evaluated by interpreta- 
Continued on page 66 
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Part Vi—Decisions 


Continued from page 65 


tion and personal judgment or by 
actual point scoring similar to a 
test. 

2. Guided or patterned inter- 
views. When carefully recorded 
and interpreted, interviews can 
become a dependable tool for the 
evaluation of your potential can- 
didates. Your sales supervisory 


staff should be trained in the art 
and technique of reliable inter- 
viewing. 

3. Aptitude tests. This tool can 
yield a great deal of helpful in- 
formation if your staff appreciates 
the limitations of these tests and 
is able to determine which tests 
are useful to your particular kind 
of sales activity. 

4. Mental alertness or special 
ability tests. This tool can be 
helpful in measuring the adapt- 
ability, “train-ability,” and capac- 
ity to understand and learn. 


Better protection, by far 
... for the family car 


ON MANY COUNTS, the Family Auto- 
mobile Policy is today’s best insur- 
ance buy! Here is broadened protec- 
tion for the family car owner that 
does more for him, in more situations, 
than any policy that has been avail- 
able until now. 

More value, too! Eligible car owners 
pay no additional premium. They 
have the option as well, in most states, 
of extending their protection to in- 
clude Uninsured Motorists coverage 
and Automobile Death and Disability 
benefits. Both endorsements make 


Cun Caleb fia, 


needed coverage available at surpris- 
ingly low cost. 

For producers who want a full share 
of the selected risks in the widening 
family market—automobile, dwelling 
and personal insurance lines—the 
Grain Dealers’ AGENCY PLAN offers 
exceptional opportunities. We have 
the service facilities that can supple- 
ment your Own in important ways... 
help you to build premium volume... 
put your personal accounts beyond the 
reach of competition. Talk to one of our 
special agents or write the nearest office. 


INSURANCE COMPANY 


INDIANAPOLIS 7, 


INDIANA 


Western Department: Omaha 2, Nebraska 


FIRE + CASUALTY*+AUTOMOBILE+INLAND MARINE 
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5. Vocational interest tests. 
They can shed light on the possi- 
ble success of your potential can- 
didates. 

6. Personality tests. These tools 
are the most difficult to evaluate 
because present research does not 
show a consistent validity of fa- 
vorable scores for general use. 


Aptitude Index 

The life insurance companies 
have invested a great deal of ef- 
fort in developing objective meth- 
ods for detecting applicants whose 
chances for success in life insur- 
ance selling are better than aver- 
age, as opposed to those whose 
chances are too small to justify 
an investment on the part of the 
company. This work was started 
as far back as 1920 and resulted, 
in 1938, in the publication of the 
now-famous Aptitude Index by 
the Life Insurance Sales Research 
Bureau (now called the Life In- 
surance Agency Management As- 
sociation) which has seen to it 
that this test is kept up to date. 
The Aptitude Index is now used 
by well over 150 companies in the 
United States and is administered 
to over 125,000 potential recruits 
a year. 

One of the major 
connection with the use of tests 
in insurance sales is the difficulty 
of validating them, that is, of 
making sure that they will mea- 
sure what they are intended to 
measure. Because testing, in es- 
sence, is measuring against a 
“standard” believed to be related 
to performance, validation cannot 
be effective without a thorough 
understanding of what the stand- 


problems in 


ard is. 

What does 
agency consider the criterion of 
a successful insurance agent? 
What characteristics do you con- 
sider most important in a success- 
ful field supervisor? As pointed 
out previously, performance 
standards vary between compa- 
nies, and you may want to give as 
much stress to such factors as un- 
derwriting judgment, service pro- 
vided, persistency of the business, 
etc., as to production record. 

One life insurance company 
which has employed tests for its 
supervisors for many 


your company or 


agency 
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years has used “ratings” of sales 
managers as criterion of success- 
ful performance. Through a job 
analysis study, the company de- 
termined the duties, responsibili- 
ties and opportunities of various 
agency and field jobs and used 
this information to set up fac- 
tors such as personal characteris- 
tics, knowledge, training and 
experience which men should have 
to do their work most effectively. 

With these factors in mind, 
managers rated agents’ perform- 
ance, covering production as well 
as service, cooperativeness, loyal- 
ty, etc. On the of these 
ratings, men were classified into 
groups such as “best,” “average,” 
and “poor.” A_ representative 
number from group 
then given a battery of tests and 
the test with 
the sales manager’s rating of the 
men made independently of the 
test. 


basis 


each were 


results compared 


Rates Four Out of Five 

After experimenting with sev- 
eral tests the company finally de- 
cided upon a test which showed a 
correlation ranging from 75 to 88 
per cent. In other words, the test 
results for four out of five men 
examined checked with the rat- 
ings of the company’s own sales 
management. The company felt 
that if a test could classify and de- 
termine the pattern of sales apti- 
tudes correctly for four out of 
five men already employed, it 
could be considered reliable in 
selecting or rejecting applicants 
for sales positions. 

There are many problems in the 
validation even of a test consid- 
ered as successful as the Apti- 
tude Index. Many factors can dis- 
tort the results which would tend 
to prove or to disprove the test’s 
validity. 

One of these is the quality of 
agency management. For exam- 
ple, high-scoring agents who work 
for above-average managers show 
a considerably better perform- 
ance than equally high-scoring 
agents hired by less effective 
managers. In other words, good 
management can 
mosphere in which high aptitude 
can lead to performance at its 
true potential 


provide an at- 


level, while poor 
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management cannot. To put it an- 
other way, a life insurance man- 
ager who is a good trainer and 
supervisor will tend to receive a 
higher return from good selec- 
tion than a manager who is poor 
at training and supervision. 

Another extraneous factor dis- 
torting any over-all evaluation of 
how well the Aptitude Index 
works out arises from the ap- 
parent “cheating” done by vari- 
ous managers themselves merely 
to help a candidate show a higher 
score on the tests. 


Conditions under which the test 
is applied may also influence any 
over-all validation. The test has 
been designed for use with poten- 
tial full-time agents, yet many 
companies are administering it to 
part-time men as well. 

In spite of these and other lim- 
itations, life insurance company 
sales management as a whole is 
sold on this tool and believes 
that it has definitely aided in re- 
ducing failures in sales man- 
power. 

Chapter VI to be concluded in Sept. issue. 


SCORE TWICE 


with this important, low-cost 


SCHOOL CHILD 
ACCIDENT POLICY 


(issued through school system) 


SCORE with service to your clients by making 
this protection available in your area... 


SCORE in earnings with this popular, profita- 


ble policy! 


PAYS BENEFITS OF UP TO: 


$3,000 
For All Medical Ex- 
pense (Even Dental 
Treatment*) For 
Each Accident 


*dental expenses paid according to 
ule of payments outlined in policy, limited 
to injury of whole, sound & natural teeth. 


EXCEPTIONS: Warfare, bacterial 
tions, sickness, disease, cost of eye-glasses 
or prescriptions therefor, suicide, hernia & 


$1,500 
For Accidental 
Death 


$7,500 
For Loss of Limbs 
or Sight 





sched- 
ONLY 


$1 50 tr 


YEAR 


infec- 











any loss covered by other insurance. 


This is the famous AMERICAN PROGRESSIVE policy 
that covers student for WHOLE CALENDAR YEAR in- 
cluding summer session . . . on school premises and 
grounds on regular school days under school supervision 
. . + on stipulated school-sponsored activities . . . ath- 
letic contests or physical education except football (not 
interscholastic sports in N. Y.). 


GENERAL AGENCIES AVAILABLE IN: N. Y., Pa., Ohio, Fia., 
Colo., Ky., Maine, Del., Vt., Ala. & Ind. 
Write or call for full details 


& literature 


AMERICAN PROGRESSIVE 
HEALTH INSURANCE COMPANY 
OF NEW YORK 


20 East First Street, Mount Vernon, N. Y. 
OWens 9-4300 





spectator’s daily reports 


selected news items from industry and business of importance 





by Ray Stroupe 


Capitol Headlines 


Health insurance industry and professional health group repre- 
sentatives figure importantly in a Defense Dept. dental advisory 
committee. J. F. Follmann, Jr., of New York, heads a subcommittee 
on costs and methods. He is director of information and research, 
Health Insurance Assn. of America. 


Pensions plans need not be in effect throughout the full post- 
retirement years to qualify under federal tax laws. In a new ac- 
tion, Internal Revenue Service advises that a self-insured, trusteed 
plan with an annuity for a period certain can qualify. No life con- 
tingencies are involved in this plan. 


Departmental research on why accidents happen is moving 
along well, notes John A. Perkins, U. S. Under Secretary of 
Health, Education, and Welfare. Accidents, he points out, are the 
principal killers of persons under age 35. Also, they permanently 
disable an average of 300,000 persons a year. 


Coming up before Congress next year will be a renewed cam- 
paign to get federal flood insurance underway. Officials who 
worked with the now-dormant program intend to reoffer to Con- 
gress the results of studies made in the past year. The program is 
on the shelf for lack of operating money. 


Rural-area health needs are to be surveyed in detail by the U. S. 
Public Health Service. The agency is looking for means of bring- 
ing modern health services more effectively and cheaply to thinly- 
settled areas. Underway July 1, the project opens with hundreds 
of family interviews in Kit Carson County, Colo. 


Edward B. Collett, of Fort Worth, succeeds Clinton L. Allen, 
president of Aetna Insurance Group, as chairman of the insurance 
committee, U. S. Chamber of Commerce. Mr. Collett is executive 
vice president, Millers Mutual Fire. His predecessor will continue 
to serve on the insurance committee. 


Research is started by U. S. Public Health Service on a solution 
to a persistent health problem. It’s the supplying of dental care to 
the aged and other persons who cannot leave home. The four-year 
USPHS study is being conducted in the Kansas City metropolitan 
area. 


Persons of retirement age who are not yet eligible for social 
security payments would be aided by a new bill offered by Rep. 
Bentley R., Mich. Some of these persons are unable to keep on 
working to become eligible, he comments. His bill would permit 
social security tax refunds in such cases. 


June 21—Family Plan _ policies 
have brought “reported 
wholesale twisting” and “a seem- 
ingly concerted effort by one or 
more companies to proselyte 
agents and—on at least one occa- 
sion—entire agencies,” National 
Association of Life Underwriters 
told the National Association of 
Insurance Commissioners. 

A statement read at the NAIC 
Convention by NALU Secretary, 
Oren D. Pritchard of Indianapolis 
(Union Central Life), said, in 
part, 

“IT should like to make it per- 
fectly clear that we are not today 
questioning the merits of the 
Family Plan policy. However, on 
the basis of numerous reports 
and complaints that have come to 
the attention of our Association, 
I do feel obliged to point out to 
the National Association of In- 
surance Commissioners that the 
highly competitive race to sell 
such policies has been productive 
of some exceedingly deplorable 
marketing practices on the part of 
both life underwriters and life 
insurance home offices in certain 
instances.” 


Com. Prop. Approved 
June 24—The Multi-Peril Insur- 

ance Conference has_ an- 
nounced that through the cooper- 
ative filings of the New York Fire 
Insurance Rating Organization, 
the Inland Marine Insurance Bu- 
reau, the National Bureau of Cas- 
ualty Underwriters, the Mutual 
Insurance Rating Bureau and the 
Transportation Insurance Rating 
Bureau, the New York Insurance 
Department has approved the 
Commercial Property Coverage 
Program effective July 1. The pro- 
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for insurance men 





gram is now approved in 43 states 

The approval of this program 
establishes an opportunity for the 
“packaging” of many property 
loss exposures of an insured. The 
coverage of stocks of goods, 
wares and merchandise and, if 
desired, furniture, fixtures and 
equipment and tenants improve- 
ments and betterments is accom- 
plished by the attachment of Com- 
mercial Property Form and En- 
dorsements to the standard fire 
policy. This grants an “all risk’ 
coverage subject to customary ex- 
clusions and limitations as_ to 
property and perils. 


June 24—American Arbitration 

Association will settle dis- 
putes between insurance compa- 
nies and insureds covered under 
the new family protection cover- 
age endorsement (applying to au- 
tomobile accidents involving un- 
insured motorists). 

The 184 companies of the As- 
sociation of Casualty and Surety 
Companies, the National Associa- 
tion of Independent Insurers and 
the American Mutual Insurance 
Alliance now participate in the 
arbitration program, which is 
open to all companies writing 
the uninsured motorist endorse- 
ment. 


GAB Makes Assessments 


July 1—General Adjustment Bu- 

reau has put into effect a 
plan to recover its operating _ex- 
penses by assessment upon its 
shareholders. 

By this plan, the Bureau will 
recover its costs from each share- 
holder by application of pre-de- 
termined percentage factors to 
paid loss, such percentage formu- 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


»~PLAUSE is coming from 
Feet of both the execu- 
tive and legislative branches of 
government for the contribu- 
tion being made by the life in- 
surance companies toward en- 
couraging thrift and stabilizing 
the purchasing power of the 
dollar. The program the com- 
panies are promoting in the 
press, on the radio, on televi- 
sion and by keeping lecturers 
in the field is attracting nation- 
wide attention. One measure of 
the success being attained is 
the fact that sales of insurance 
are running 30 per cent ahead 
of last year. That means 30 per 


cent more savings from which 
the demands for capital can be 
met. 

The country’s 106 million pol- 
icyholders have made life in- 
surance the country’s most 
widely used form of thrift. Gov- 
ernment officials are impressed 
particularly with the grass 
roots approach indicated by 
such slogans as “Save an extra 
nickel out of every dollar to 
help keep prices from going 
higher.”—“Is it worth a nickel 
to keep the dollar sound?”’— 
“Save a nickel and cure infla- 
tion.”—“The nickel is a valu- 
able coin.” 








lae to be applied on a monthly 
basis. 

Under this new procedure the 
preparation and submission of 
bills for each individual loss wil! 
be eliminated, except for casualty 
claims and a limited number of 
other specialty classes not coming 
within the program. 
Abolition of the billing of adjust- 
ing expense for individual losses 
will reduce Bureau operating 
costs substantially. 


assessment 


July 3—Florida Insurance Com- 
missioner J. Edwin Larson 
issued an order banning preferen- 
tial rates by those companies 
which sell fire, casualty and sure- 
ty insurance policies to national] 
organizations whose membership 
includes residents of Florida. The 
rule does not apply to the sale of 

accident and health insurance. 
It is “unfairly discriminatory,” 
he said, to offer to a member of 
Continued on page 70 
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Canada: Mortgages Up in Life Assets 


SSETS of Canadian life insur- 
Fee companies rose by $386 
million during 1956 to a total of 
$6,620 million, according to the 
report of the Dominion Mortgage 
Investment Association. Assets of 
members of this Association rep- 
resent 99 per cent of total assets 
of all Canadian life insurance 
companies. 

Investment in mortgage loans 
showed the largest increase, up 
$317 million during the year. This 
now represents 33.48 per cent of 
the companies’ total assets. Hold- 
ings of Canadian mortgages ac- 
count for 40 per cent of Canadian 
assets. 

The greater percentage of mort- 
gage loans is on residential prop- 
erty, largely new housing. The 
average loan on the new single 
house in 1956 was $10,613, com- 
pared with $9,835 in 1955 and 
$4,600 in 1946. 

Mortgage _ interest fol- 
lowed the general trend to higher 
levels. In mid-1955 National Hous- 
ing Act loans were at a maximum 
per cent. By March 1956 
the maximum rate was raised to 


rates 


of 514 


51% per cent. Higher interest rates 
in other fields of investment pro- 
vided severe competition and a 
dwindling proportion of funds 
was available for mortgage loans. 
In January of this year, therefore, 
the rate was raised to 6 per cent. 
Interest rates on conventional 
mortgages which ranged from 
534 per cent to 614 per cent at the 
end of 1955 had become 6%4 per 
cent to 714 per cent at the end 
of 1956. 

A substantial increase of $121 
million was made during 1956 in 
the companies’ holdings of corpo- 
ration bonds. Investment in Cana- 
dian corporation bonds accounted 
for $98 million of this increase, 
with $23 million increase in corpo- 
rations outside Canada. Invest- 
ment in stock increased by $25 
million during 1956 while a fur- 
ther reduction was made in hold- 
ings of government bonds. 

Canadian life companies oper- 
ate in more than 60 foreign and 
Commonwealth countries and 
about one-third of their total busi- 
ness in force is on persons living 
outside Canada. Of this, about 
two-thirds is in the United States. 


Distribution of Assets of Canadian Life 
Insurance Companies 


Dollar Distribution 


In millions of dollars 


1956 1955 
Government bonds: 
Dominion 329 466 
Provincial 294 267 
Canadian municipal 324 298 
Other 439 495 


$1,386 $1,526 


Corporation bonds 1,973 1,852 
Mortgages 2,216 1,899 
Stecks 353 328 
Real estate 183 155 
Policy loans 316 295 
Other... 193 179 


$6,620 $6,234 


Total 


Total 


Percentage Distribution 


1956 1955 1949 1939 


1949 


11.43 
7.71 
5.86 

11.37 


22.25 
5.38 


954 4.97 
231 4.44 
138 4.90 3.22 
625 6.63 14.59 


$1,948 20.94% 24.47% 45.44% 36.37% 


1,022 29.80 29.71 23.85 17.12 
678 33.48 30.46 15.83 13.95 
245 5.34 5.27 5.71 12.99 

42 2.77 2.49 99 3.30 
189 4.77 4.72 4.41 10.50 
162 2.90 2.88 3.77 5.77 


$4,286 


7.47 
4.28 
4.78 
7.94 


Foreign Investments* 
Dollar Distribution 


In millions of dollars 


1956 1955 
Corporation bonds. . . 1,023 1,000 
Government bonds. . 9 495 
Mortgages. . 340 
Stocks. . 248 


Total $2,139 $2,083 


J Total Assets of Companies 


1949 1956 1955 1949 1939 
583 15.46 16.04 13.60 9.09 
625 6.63 7.94 14.59 11.37 
106 «6.14 «(5.45 2.48 125 
170 4.09 3.98 3.95 10.30 


$1,484 32.32% 33.41% 34.62% 30.01% 


* Excludes policy loans and miscellaneous assets. 
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an association a lower rate than 
a non-member would have to pay 
for identical coverage. 

A new Florida state law goes 
into effect on October 1, 1957, 
prohibiting sale of insurance to 
members of “fictitious” groups at 
a rate lower than that which an 
individual not a member of the 
group would have to pay. 


3—N YFIRO = announces 
changes in Rates, Rules and 
Forms, revising Standard Dwell- 
ing, and Church 
Forms. 


July 


Mercantile 
These _ incorporate features 
which permit use of one form for 
protected or unprotected prop- 
erty, by showing the appropriate 
protection classification on the 
first page of the policy. 

Standard 


broaden- 


Revisions to the 
Dwelling Form include 
ing of the option for extension of 
10% of the amount applying to 
the dwelling to cover 
private and rental 
expense to additional 
amounts of The 10% 
optional extension of coverage on 
household and personal property 
was revised to exclude property 
held for sale, or rental or rented 
to others except property in a 
residence of the insured, if rented 


principal 
outbuildings 

apply as 
insurance. 


only occasionally. 


All-in-one Monthly Plan 


July 9—Another premium budget 

plan permitting policyholders 
to pay the total cost of all gen- 
eral insurance coverages in equal 
monthly instalments was an- 
nounced by Aetna Casualty and 
Surety. 

The Aetna plan, called Budget- 
Rite, policyholder to 
make one combined monthly pay- 
ment on all casualty, fire and ma- 
rine insurance policies as well as 
accident, health and hospitaliza- 
tion coverages written by the 
Aetna Life. The new instalment 
plan will go into effect almost im- 
mediately in New England and 
Middle Atlantic states. 

Under 


enables a 


3udget-Rite, all annual 
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and three and five-year term poli- 
cies are given a common effective 
date. The cost of each coverage 
is lumped into one sum to be paid 
off in a series of 10 equal monthly 
instalments falling due each year. 


GROWTH OF LIFE INSURANCE 
FAMILY PROTECTION 


Life Insurance per Family 


1950 | $4,600 





1956 \\ AV $7,600 





Ratio of Premiums to 
Disposable Personal Income 


1950 | (3.5% 
1956 3.8% 


Institute of Life Insurance 











July 24—During 1956, American 

families purchased a record 
total of 25,200,000 policies from 
more than 1,100 life companies, 
representing aggregate protection 
of $55,313,000,000 of new life in- 
surance. This was $6,900,000,000 
above the 1955 total and nearly 
four times the 1945 amount. 

This is reported in the 1957 
“Life Insurance Fact Book’ pre- 
pared by the Institute of Life In- 
surance and now on the press. 

The average amount of life in- 
surance owned by American fami- 
lies, according to the Fact Book, 
was $7,600 at the end of 1956, 
more than twice as much as ten 
years ago. However, life insur- 
ance and annuity premiums rep- 
resented only 3.8 per cent of dis- 
posable personal income and the 
amount of life insurance owned 
per family was equal to only 
about 17 months of current dis- 
posable income. 


July 10—In California the Pacific 

Coast Advisory Association 
and the National Bureau of Casu- 
alty Underwriters have agreed to 
exchange and review jointly pri- 
vate passenger automobile liabil- 
ity insurance experience. The 
organizations have appointed rep- 
resentatives to serve on a “Joint 
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Advisory Committee to review 
combined experience exhibits and 
make recommendations to Na- 
tional Bureau on California auto 
rates,” according to an announce- 
ment by William Leslie, general 
manager of the National Bureau, 
and James T. Blalock, president of 
the Pacific Coast Advisory Asso- 
ciation. 


July 10—National Association of 


Life Underwriters nominat- 
ing committee has released its of- 
ficial slate of nominees for the 


National Convention in Detroit in 
September. 

For President, Albert C. Adams 
(John Hancock), Philadelphia, 
now vice president; 

For Vice President, Oren D. 
Pritchard (Union Central), In- 
dianapolis, now secretary; 

For Secretary, William S. Hend- 
ley, Jr. (Mutual of New York), 
Columbia, S. C., now a Trustee; 

For Treasurer, J. Hicks Bald- 
win, CLU (New England Life), 
Washington, now Treasurer. 

Continued on page 72 





Company News Corner 


Federal Insurance has begun ex- 
change of 400,000 shares of its 
capital stock for 100,000 shares 
of Colonial Life of America 
capital stock, on the basis of 
four shares of Federal for each 
share of Colonial. Offer be- 
comes effective with acceptance 
by holders of 90 per cent of the 
Colonial shares, with Federal 
reserving the right to reduce 
required amount of tenders to 
80 per cent during the exchange 
period. 

Franklin Life has planned a 50 
per cent stock dividend. Board 
of directors also proposes a 5 
per cent stock dividend in addi- 
tion to cash dividends after this 
year. This will not affect the 
company’s traditional policy of 
substantial stock distributions 
from time to time. 

Northwestern Mutual Life has 
announced its re-entry into the 
states of Florida and Texas, in 
line with development of new 
sales outlets. Company has not 
operated in Florida since 1871 
and withdrew from Texas in 
1907. 

Great-West Life has been licensed 
in Arizona and Virginia. Com- 
pany is now licensed in 21 
states and the District of Co- 
lumbia as well as Canada. 

All American Life & Casualty of 
Illinois has received stockhold- 
ers’ approval to increase capital 
stock from two million shares 
to 2,300,000. Company has been 
admitted to Tennessee and 
Utah, bringing to 19 the number 
of states in which it is licensed. 


American Universal, Providence, 
Rhode Island, has been ad- 
mitted to the states of Iowa, 
Maryland and _ Pennsylvania. 
This brings to 44 the number of 
jurisdictions in which the com- 
pany is licensed. 

Merchants Mutual, Buffalo, New 
York, has been licensed to write 
fire and casualty lines in Vir- 
ginia. 

Western and Southern Life has 
completed reinsurance of all 
business of the Life Insurance 
Company of Missouri. Former 
home office of the latter is now 
the Mid-Continent home office 
of Western and Southern, op- 
erating with the same staff 
under C. R. Gulley, who has be- 
come a vice president of West- 
ern and Southern. 

National Association of Indepen- 
dent Insurers has added five 
stock companies, two mutuals 
and one reciprocal to its mem- 
bership list. 

American Life Convention has 
admitted to membership All 
American Life & Casualty, 
Quaker City Life, and Texas 
Empire Life & Accident, bring- 
ing ALC membership to 257 
companies. 

Northeastern Life is the new 
name for the Pilgrim Beneficial 
Association which has been re- 
incorporated into a stock lim- 
ited life company in Philadel- 
phia, Pa. 

Capital Reserve Life of Missouri 
has been licensed to operate in 
Iowa, company’s first outside 
state. 
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July 11—(From London) G. J. 
Stewart, chairman of London 
& Edinburgh, Limited, London, 
reviews the year 1956, stating: 
“By this time anyone reading 
the 1956 reports and annual state- 
ments of British insurance com- 
panies will have been impressed 
by their almost unanimous indica- 
tion that a serious set-back had 
taken place in underwriting re- 
sults. It was also plain that the 
deterioration was practically 
world wide and not confined to 
this country, and that the start- 
ling increase in the frequency of 
small claims, which was the major 
cause of the trouble, was not only 
causing serious concern in this 
country, but was plaguing the 
underwriters in the United States 
as well. Most British companies 
are interested in the results of 
American underwriting, either 
directly or indirectly, and when 


you read of aggregate losses in 
the United States in excess of 
$500,000,000 you can understand 
that the time for corrective ac- 
tion has certainly arrived.” 


Companies Exempt 


July 17—Stock insurance compa- 
nies are exempted from Secu- 
rities and Exchange Commission 
registration provisions in a bill 
which would make certain issuers 
of unlisted stocks subject to the 
financial reporting requirements 
and other provisions of the Secu- 
rities Exchange Act of 1934. 

The bill, as approved by the 
Senate Banking and Currency 
Committee, would subject certain 
corporations to the jurisdiction of 
the SEC even if the securities of 
these corporations were not listed 
on stock exchanges. Insurance 
business representatives have 
contended that the financial oper- 
ations of insurance companies al- 
ready are closely regulated by the 
states and further regulation by 
the SEC was not necessary. 





MOST AMAZING 
GROWTH | 


.. Since Jack and the Bean Stalk 
| | } 





| | | 
Over Sixty-one Million Life paid 
for the calendar year 1956 








times our paid record 








More than 
two and one-half 


July 17—Norris P. Browne, 
formerly executive vice-presi- 
dent of Allston Associates, has 
opened his own New York adver- 
tising agency. The new agency, 
Browne Advertising, specializes 
in insurance advertising and pub- 
lic relations. 


July 17—Reliance Insurance Com- 

pany will be the new name 
for Fire Association of Philadel- 
phia after merger of three com- 
panies in the group. A special 
meeting of stockholders will be 
called September 12 to vote on 
merging Eureka Casualty and the 
present Reliance into Fire Asso- 
ciation and adopting Reliance as 
the new name. 

Following the merger and 
change of name which it is con- 
templated will become effective 
January 1, 1958, the surviving 
companies of the group will be 
the Reliance Insurance Company 
and the General Casualty Com- 
pany of Wisconsin. Thereafter 
these companies will be known as 
the Reliance Insurance Group. 


Loup S cwice Mm Gre Company 


just five years ago! 














FIRE & EXTENDED COVERAGE 
HOMEOWNERS ALL FORMS CASUALTY 
SURETY & FIDELITY BONDS AVIATION 


NATION-WIDE CLAIM SERVICE 


AMERICAN FIRE AND CASUALTY COMPANY 


HOME OFFICE ® ORLANDO, FLORIDA 


AUTOMOBILE *¢ 


NORTH AMERICAN LIFE 
iRnidmice Company OF CHICAGO 


Charles G. Asbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 
North American Building 


Chicago, Illinois 
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July 18—A company president 

heads a team of 12 sales man- 
agers in an unusual four-day ex- 
periment. 

W. Clement Stone, who heads 
the Combined Group in Chicago, 
and his associates will spend 
four days in Champaign-Urbana, 
Ill., selling the company’s health 
and accident policies. The team 
will be broken down into pairs, 
ana each evening the group will 
meet to exchange notes on the 
day’s work. Each day the sales 
executives will change partners. 

Stone emphasized that the four 
day experiment in selling will not 
be competitive, but solely for the 
purpose of “learning in the field.” 


July 24—The requirements for 

the Final Certificate of the 
Insurance Institute of America 
were completed by 164 persons in 


Exchange Converts to Stock Co. 


Claude C. Wood (right), first policy- 
holder of Argonaut Insurance Exchange, 
receives from Argonaut President 
Harold A. Hatch the first policy issued 
by Argonaut as a stock company. 
Others shown are (I. to r.) Max Elson, 
of Lobaugh and Elson, insurance brok- 
ers; J. P. Taheny, executive vice presi- 
dent of Argonaut; and George B. Hill, 
resident vice president for the com- 
pany's Northern California division. 
Ceremony marked conversion of the Ex- 
change to a stock company owned by 
policyholders. 


the examinations given in May. 
The new award winners are from 
49 cities scattered throughout the 
United States. 

Most of the completers had 
earned credit for one or more ex- 
amination parts prior to the May 
1957 examinations when a total 
864 persons attempted 953 of the 
A, B and C examinations. This 
compares with 759 persons who 
took 972 examinations in May 
1956. 

Since the first series of exam- 
inations were given in 1953 under 
the revised educational program, 
951 persons have been awarded 

Continued on page 74 
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i A WELL-BALANCED COMPANY 


a balance... 
—~ 


essential to flight 


In man’s conquest of the skies, 
balance is fundamental to progress. 
Similarly essential in life insurance is a balance 
of tradition, product and management. 
Fidelity is a well-balanced company. 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 








: 


pi 
4. ¢ HAGAN Tiel LIFE INSURANCE COMPANY o.gien, 
b. President_ go HOME x 3 
— ce a ahovate Watertown, South Dakota e/ 
< SS 


County Premiums for Your State 


from THE SPECTATOR'S Newest 


Marketing Service 


“County Patterns of 
Insurance Sales” 


Complete county figures for your state in selected fire, life, casualty lines 


Order your state now while copies last 
Chestnut & 56th Sts., Phila. 39, Pa. 


Hlere’s why... 

Liberal, up-to-date underwriting; Substandard 
up to 500° mortality; Disability Income 
issued with any permanent or term policy - 

$10 per month per $1000; Decreasing Term 
issued with or without a basic policy; Guar- 
anteed Renewable and complete line of A & S 


BROKERAGE BUSINESS INVITED 


Midland National 
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the IIA Final Certificate. The 
next examination series will be 
conducted on January 20, 21 and 
99 

Indianapolis Life fieldmen have an outstanding quality record as shown by our | July 25—Municipal taxes on in- 


high percentage of NQA winners. Our hearty congratulations to each one of them. surance premiums in Ken- 
tucky will be collected only in the 


C. H. Barthel A. L. Hodgson Curt McClelland Ruth Russell 
J. C. Bryson Harry Huston W. G. McClelland Peter Scaffidi areas where they are imposed. 
L. M. Carr* C. B. Ingram, Jr.* E. J. Mincks Don Schlundt This will prevent companies from 
F. H. Davis* D. R. Johnson* R. A. Mitchell Lloyd Sellers averaging these tax expenses on 
Finck Dorman* Nate Kaufman* Lloyd Mitten M. J. Shanley a state-wide basis. 
: ~ oe. ot oe yen Plunkitt Kenneth Sheppard | Fire insurance has always in- 
. E. Fairfie am Kiefer ’, H. Plymate ie : * . : ge 
Russell Farmer A. M. Klinefelter E. Lowell Rite maend eee ee cing 
H. M. Fleenor G. R. Lambert W. E. Rogers Edward Stevens 
E. F. Hall James B. Lee Joe Rowekamp C. A, Stuckey 
Marion Henry W. A. Long E. T. Russell* John Wertz 
Ernest Herzog* *Qualified for 10 years or longer 


municipal taxes as required by 
rating laws of this state. In the 
past, the provision for the munic- 
ipal tax was hidden in such rates. 
Under a recent order by Commis- 
sioner C. P. Thurman, the provi- 
sion for municipal tax must be 


clearly indicated in each policy 
instead of being hidden in the 
rate. 


INSURANCE COMPANY Since the rating laws of the 
Mutual—Established 1905 state require that all relevant 


INDIANAPOLIS 7, INDIANA | factors be considered by the Com- 


missioner when reviewing insur- 
ance premiums and rates, Thur- 
man said it is necessary to segre- 
gate unusual items of tax ex- 
penses in order to apply these 
items to the rates only in the 
areas which collect and receive 


/ y Cars benefit from these unusual taxes. 


Wa ter H. Huent, President ARNOLD Bere, C. L. U., Agency Vice-President 








Group Premiums—$4 Billion 


July 26—Group Insurance made 

record gains in 1956. Many 

a millions of people are now cov- 

Of Lite, Health and ered by one or more group plans 

and well over $4 billion annually 

. goes into premiums for this pro- 
Aecident Insurance tection of worker groups. 

During 1956, according to Life 

° Insurance Association of Amer- 

Service for Clergymen ica’s report, increases as great as 

° 5 5,574,000 were recorded in total 

persons covered by specific group 

plans, that being the gain in those 

covered by group hospital expense 


protection. Other 1956 group 

Whenisters Life pas gee Th tan gains were: life insurance, 3,270,- 

Y 000; credit life, 3,471,000; annui- 

ties, 250,000; wage replacement, 

Minneapolis, Winn. i) me 2 Pe 1,657,000; surgical expense, 5,- 

573,000; medical expense, 3,911,- 

000; major medical expense, 3,- 

530,000; and accidental death, 1,- 
653,000. 

At the start of 1957, over 35,- 
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000,000 persons were covered by 
group life insurance alone, of 
whom just over 33,000,000 were 
employees, and more than 2,000,- f 
000 were dependents. This protec- : 1 ae AT Tit ANC One 
tion was set up under 106,240 ew’) $2103 817 8 
master contracts. The aggregate . om ee 
number of persons covered was 
3,270,000 more than the year be- 
fore, and about 22,000,000 more 
than ten years ago. 

Greatest rate of growth last 
year was in group health insur- 
ance, with major medical expense 
insurance showing the_ highest 
rate of increase—134 per cent in 
the number of groups covered and 
74 per cent in the number of per- 
sons protected, bringing the total 
to 8,285,000 persons. 


$2 Million on Display at Omaha's 2nd Century Exposition 


NQA's—15 Thousand 


July 25—Final count of qualifiers 
for the National Quality 
Award shows that 14,931 U. S. 
agents, representing 210 life com- 
panies earned this distinction in 
Continued on page 76 


Mutual of Omaha's exhibit at the Omaha Jubilee Exposition featured a 
display of actual money totaling $2,103,817.38. This is the amount of cash 
benefits currently being paid to company policyholders each week. Money was 
mounted on a white velvet background and encased in clear plexiglass. Used 
in the display were 154 $10,000 bills with coins and bills of other denominations. 
Greeting THE SPECTATOR's Midwestern representative, Sidney Bushler (right), 


is Arthur Montmorency, director of management training for Mutual of Omaha. 
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... through Life and Casualty BANTAM GROUP INSURANCE 


Yes! Every store, office, plant and business firm in your terri- 
tory employing 10, 15, 25—even as few as 5* people—can now 
qualify for Group Hospitalization, Surgical Procedure, Polio 
and Life insurance coverage under the L & C Bantam Group 
Insurance plan. Think what this can mean to you in added 
income! 

Where formerly only big businesses enjoyed this coverage, 
today you can offer thousands of smaller firms Group Insur- 
ance Coverage under the L & C Bantam plan with the backing 
and reputation of this Billion Dollar company! 


% Life only where state laws permit. 


fife and Casualty 


Sresue tance Company of Sennessee 


sR Reem 


Please send at once 


Nome__ i 2 — 


We'll help you sell Big Business too! Now both large and small 
business firms can avail themselves of L & C Group Insurance 
Coverage. And we will help you sell them! L & C rates are 
competitive, our simple administrative procedure cuts ‘‘red 
tape,’” and the unusual flexibility of L & C coverage makes 
our Regular or Bantam Group Insurance of interest to every 
firm. Write or mail the coupon for FREE descriptive literature 
TODAY. No obligation. 


Group Insurance Division 
LIFE and CASUALTY INSURANCE COMPANY 
Nashville, Tennessee 


Folder on Bantam Group Insurance 
} Brochure on Regular Group Insurance 





me ee 


Address 
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1957. This compares with 13,394 
in 1956 and 11,726 in 1955. 

Of the 1957 qualifiers, 403 won 
special distinction by earning this 
award for the thirteenth time, 
every year since the award was 
announced by LIAMA and NALU. 
Plaques signifying ten years of 


qualification were awarded this 
year to 735 agents. 

Canadian NQA qualifiers also 
set a new record with 2,301 re- 
ceiving this award. This com- 
pares with 2,054 in 1956. 


July 26—Winners in the “Bowser 
Contest,” sponsored by the 
National Board of Fire Under- 
writers, have been selected. The 
contest was conducted during the 
past months to encourage agents 
or brokers to tie in with NBFU’s 
national advertising program. 








worker or competitor. 


BANKERS 





A Typical 
Bankerslifeman 


There are several characteristics which are to be found 
in any typical Bankerslifeman, such as: competent, 
trained and successful. Because he is that kind of man, 
he is aware of his opportunity and obligation to be of 
real service to his community. He is the kind of field 


underwriter you like to know as a friend, fellow 


DES MOINES, IOWA 


COMPANY 








The contest was divided into 
seven divisions based on popula- 
tion. First division resulted in a 
tie between J. H. Donahue, Dele- 
van, N. Y., and E. J. Johnson, 
Smethport, Pa. 

Winners in the remaining six 
divisions are as follows: Division 
2: R. C. Roha, Gelvin, Meadville, 
Pa.; 3: Bill Garner, Enid, Okla.; 
4: Cecil Cleavenger, Fort Smith, 
Ark.; 5: George Guffin, Gary, 
Ind.; 6: Joseph L. Heyer, Roches- 
ter, N. Y.: 7: J. D. Roach, Chi- 
cago, Ill. 


July 27—Wilbur E. Mallalieu, re- 
tired general manager of the 
National Board of Fire Under- 


writers, died today (Saturday), 


HOW CREDIT LIFE INSURANCE 
HAS INCREASED SINCE 1945 


Totals in Force 
December 31 
(Billions of Dollars) 


1945 1950 1956 


Institute of Life Insurance 











after a long illness. His age was 
83. 

Mr. Mallalieu, often termed the 
“grand old man of the fire insur- 
ance business,” was associated 
with the National Board for 50 
years, from 1900 until his retire- 
ment 31, 1950. There 
he had been chief executive offi- 
manager —for 40 


December 


cer — general 
years. 
July 29—William B. Rearden, 
Firemen’s of 
of the 


president of 


Newark, parent company 
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Loyalty Group, announced that 
the Board of Directors of Fire- 
men’s had approved a _ proposal 
submitted by The Continental In- 
surance Company of the America 
Fore Group for a possible offer to 
issue stock of that company to 
the stockholders of Firemen’s in 
exchange for their stock in Fire- 
men’s on the basis of 17/20ths of 
a share of The Continental stock 
for each share of Firemen’s. The 
proposal is subject to approval by 
the Board of Directors and stock- 
holders of The Continental and 
to compliance with all necessary 
legal, regulatory and registration 
requirements. 

Firemen’s will retain its cor- 
porate identity and continue to 
operate in Newark as a separate 
entity, and with its present per- 
sonnel. Acceptances by stock- 
holders owning not less than 80 
per cent of the outstanding Fire- 
men’s shares will be required to 
make the proposal effective. 


ALC Nominations 


August 1—Powell B. McHaney, 
president of General Ameri- 
can Life, is unanimous choice of 
the ALC Nominating Committee 
to be the next president of the 
American Life Convention. 

Mr. McHaney will succeed John 
A. Lloyd, president of the Union 
Central Life, at the close of the 
1957 annual meeting. 

Nominees for the ALC Execu- 
tive Committee are: Robert L. 
Hogg, vice chairman of the board, 
Equitable Life Society; G. L. 
Holmes, president, Manufacturers 
Life; Otto Haakenstad, president, 
Western States Life; and Francis 
M. Hipp, president, Liberty Life. 


And in the Future 


Aug. 26-28—1957 Grand Nest, Order of 
Blue Goose International. Roosevelt Hotel, 
New Orleans. 

Aug. 26-30—Annual Institute for Women 
Life Underwriters. Purdue University. 
Sept. 1-6— Annual meeting, International 
Union of Marine Insurance, Copenhagen, 

Denmark. 

Sept. 8-1!—Annual meeting International 
Claim Association, Chalfonte - Haddon 
Hall, Atlantic City, N. J. 

Sept. 15-20—Annual convention, National 
Association of Life Underwriters, Shera- 
ton-Cadillac and Statler Hotels, Detroit. 

Sept. 23-25—Technical conference, Ameri- 
can Mutual Insurance Alliance, Edgewater 
Beach Hotel, Chicago. 
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Sept. 23-27—40th annual conference, As- 
sociation of Superintendents of Insurance 
of the Provinces of Canada, Nova Sco- 
tian Hotel, Halifax, N. S. 

Sept. 25-28—Annual meeting, Life Adver- 
tisers Association, Sheraton Hotel, 
Philadelphia. 

Sept. 30-Oct. |—Meeting, Zone 4, National 
Association of Insurance Commissioners, 
Chicago. 

Oct.1-3—Chartered Property and Casualty 
Underwriters, annual meeting and semi- 
nars, Waldorf-Astoria Hotel, New York. 

Oct. 7-8—Annual meeting, Conference of 
Actuaries in Public Practice, Chicago. 

Oct. 7-11—52nd annual meeting, American 
Life Convention, Edgewater Beach Hotel, 
Chicago. 


Oct. 14-25—International Congress of Ac- 
tuaries, New York. 

Oct. 18—"All-Industry Insurance Day.” 
Proclaimed by State Department of 
Insurance, Kentucky. 

Oct. 20-23—Annual convention, National 
Association of Mutual Insurance Com- 
panies, Jung Hotel, New Orleans. 

Oct. 21-25 — One-week course, “Medical 
Aspects of Workmen's Compensation,” 
auspices New York University Post- 
Graduate Medical School and American 
Academy of Compensation Medicine. 
New York University, New York. 

Oct. 21-25—45th annual National Safety 
Congress and Exposition, auspices Na- 
tional Safety Council. 
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Dont Overlook 


Homeowners Business 


No reason why you shouldn't be the one to write the lion’s share 


of profitable homeowners business in your area. Not when you 


can offer the broad programmed protection of a Zurich or American 


Guarantee Homeowners policy* . . . providing all the household 


coverages your clients need in one package—for one premium. 


And at a lower cost than if comparable coverages are purchased 


in the form of separate policies. 


Then, too, every time you sell a Homeowners policy you leave 


less room for competition to cut in. . . you make it easier to hold 


renewals. Why not talk it over with the Zurich-American field 


man... he has the answers. 


*Not Available in Oregon, Missouri, Mississippi 


Zurich Insurance Company 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 














There are individual units of the CCH INSUR- 
ANCE LAW REPORTS for the insurance spheres 
of widest interests. 


Each selective unit covers the new deci- 
sions from all higher jurisdictions in its own 


particular province. 


For selective reporting of new insurance cases, 
to get the latest decision first, depend upon 
this different, faster, authoritative reporter. 


Write for Complete Details 


COMMERCE, CLEARING, HOUSE, .INC.. 


PUBLISHERS of TOPICAL LAW REPORTS 
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Dear Boss, 


Well here I am on “vacation” 
again, except that Verdict, like the 
U. S. mail, must go through. I 
came across a case which seems to 
fit the occasion since I have just 
finished a long automobile trip. 
Only I had more than just the lit- 
tle spouse along. I had five chil- 
dren, one cat, one parakeet and two 
hamsters (six when we arrived). 
But this case concerns only the 
little spouse and whether the hus- 
band and wife were engaged in a 


Joint Enterprise 


In some states when a passenger 
in an automobile is engaged in a 
“joint enterprise,” any negligence 
by the driver is imputed to the pas- 
senger and the latter cannot re- 
cover. As an example of joint en- 
terprise and how it affects husband 
and wife, we have the case of Vir- 
ginia Transit Co. et al v. Simmons 
(92 S. E. 2d 291, Virginia Supreme 
Court of Appeals). 

At the time of the accident, Mr. 
Simmons was driving a car owned 
by Mrs. Simmons and she was rid- 
ing in it. The accident occurred in 
Richmond, Virginia. They were re- 
turning from a trip to Hot 
Springs, Arkansas, where his bur- 
sitis had been treated. They took 
turns driving the car and some- 
times he paid for the gas while 
“sometimes she paid for it.” When 
he was driving he would accede to 
her wishes whenever she wanted to 
stop for the night, for lunch, or 
“for other reasons.” 

The accident involved a collision 
with a bus. The bus company con- 
tended that both Mr. Simmons and 
the bus driver were negligent and 
hence Mr. Simmons’ negligence 
was imputed to Mrs. Simmons be- 
cause they were on “a joint enter- 
prise.” 

The court held that this was not 
a joint enterprise because: 

“What constitutes a joint enter- 
prise or a common purpose between 
two or more persons, and what is 
necessary to establish such a rela- 
tion so as to impute the negligence 
of one participant therein to an- 
other is defined and stated in the 
following authorities: 


“In a joint enterprise, in order 
to impute the negligence of one of 
the parties to the other, each must 
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By LUKE A. BURKE 
Member of the New York Bar 


have authority to control the 
means or agencies employed to ex- 
ecute the common purpose. To con- 
stitute a joint enterprise within 
the meaning of the law, the parties 
must have a community of interest 
in the object and purpose of the 
undertaking, and an equal right to 
direct and govern the movements 
and conduct of each in respect 
thereto.’ 13 M. J. Negligence, # 44. 

“The marital relationship does 
not preclude a husband and wife 
from entering into a joint enter- 
prise and each thus becoming the 
principal and the agent of the other 
while engaged in the prosecution 
of their common undertaking. Yet 
because of the natural desires, in- 
terests and relations incident to 
their marital status, a joint adven- 
ture may not exist between a hus- 
band and wife when they engage in 
an undertaking though the same 
undertaking, if engaged in by 
strangers, might measure up to a 
joint enterprise and render each 
the agent of the other. If what the 
husband and wife undertake to do 
is merely the result of their mari- 
tal relation and not because of a 
community of interest for the ac- 
complishment of a common purpose 
or object, then no joint enterprise 
exists.” 

I still think that trip of mine 
was ‘a joint enterprise. 


Theft from a Common Carrier 
Ruffalo’s Trucking Service was 
transporting 250 bags of coffee 
from a New York City pier to Ge- 
neva, N. Y. The driver went to a 


hotel while another employee load- 
ed the truck. The driver did not 
check the contents and the doors 
were not locked. He made a few 
short stops along the road and 
parked the truck at his own house 
for about five hours while he slept. 
On reaching the consignee, it was 
found that thirty-five bags of cof- 
fee were missing. They were never 
recovered. 

Ruffalo’s was covered by an in- 
demnity policy which read: “This 
insurance covers, within the fore- 
going except as 
hereinafter provided: 

“The liability of the Assured, as 
a common carrier or private car- 
rier, or under bills of lading or 
shipping receipts, for loss and/or 
damage to the goods and/or mer- 
chandise caused by: ... (e) Theft 
of entire shipping package or ship- 
ping packages, but excluding pil- 
ferage. 


provisions and 


“This insurance does not cover 
liability for ... (h) Loss or dam- 
age arising out of infidelity of the 
Assured or his or their employees 
and/or agents.” 

Ruffalo’s had to pay the con- 
signee. They made a claim which 
the insurer refused to pay and a 
law suit followed. 

The main question was the bur- 
den of proof. At the outset of the 
trial the judge ruled that under 
the terms of the policy the burden 
was on the defendant insurance 
company to prove that the loss 
arose “out of the infidelity of the 
Assured or (its) employees and/or 
He charged the jury to 

Continued on page 80 
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the same effect at the conclusion 
of the trial. There was a verdict 
for the plaintiff-assured and the 
company appealed. The appellate 
court affirmed the trial court, thus: 

“In support of its contention, the 
defendant relies on a number of 
New York decisions. See, e.g., 
Carles v. Travelers’ Ins. Co., 238 
App. Div. 43 and Lavine v. Indem- 
nity Ins. Co., 260 N. Y. 399, to the 
effect that the assured has the bur- 
den of proving that the loss was of 
a type included in the general cov- 
erage provisions of the insurance 
contract. But in the Carles case 
the court pointed out that the pro- 
vision there in issue was ‘found in 
the main body of the policy dis- 
tinctly related to coverage. It was 
not one of the conditions listed in 
the policy exculpating the defend- 
ant frem liability.’ 

“This distinction between ‘cover- 
age’ provisions and exculpating or 


‘exclusionary’ clauses has been rec- 
ognized since then by the New 
York courts; and the distinction is 
still the decisive factor in deter- 
mining which party has the bur- 
den of proof on an issue such as 
the issue here in dispute. Thus, 
although the plaintiff insured may 
have the burden of proving that 
the policy covers his loss, the de- 
fendant insurance company has the 
burden of proving any fact falling 
within an _ exclusionary’ clause 
which, despite the ‘coverage’ pro- 
visions, will bar recovery. 

“Paragraph 5, entitled ‘This In- 
surance Covers,’ sets forth the gen- 
eral types of risk covered by the 
policy. Section (e) of paragraph 
5 provides coverage for ‘Theft of 
entire shipping package or shipping 
packages, but excluding pilferage.’ 
Obviously the plaintiff had the bur- 
den of proving that the loss of the 
35 bags of green coffee fell within 
the language of this coverage; and 
this burden included a negation 
that the loss was one of pilferage, 
as distinguished from theft of en- 
tire shipping packages. 

“In contrast, however, the ‘infi- 


i. ALABAMA, ARIZONA, ARKANSAS, 
LOUISIANA, NEW MEXICO, OKLAHOMA AND TEXAS 


Great Southerners are men of achievement serving 
their communities through life, accident, sickness and 
hospitalization insurance. 


GREAT SOUTHERN 


Life Insurance Company 


Founded 1909 


Home Office + Houston, Texas 


delity’ provision is not found in 
paragraph 5 but rather in section 
(h) of paragraph 6. Paragraph 6, 
which is captioned, ‘This Insurance 
Does Not Cover Liability For... ,’ 
sets forth exclusions from cover- 
age. Thus the language here in 
issue is not ‘found in the main 
body of the policy distinctly related 
to coverage,’ Carles v. Travelers’ 
Ins. Co., but is found in a separate 
and distinct exclusionary clause. 
It would appear that the trial court 
properly ruled, in accordance with 
the applicable New York law, that 
the defendant just as obviously had 
the burden of proving any conten- 
tion advanced under this para- 
graph as the plaintiff had the bur- 
den of proving any assertion under 
paragraph 5.” 

(Ruffalo’s Trucking Service Ine. v. 
National-Ben Franklin Ins. Co., 
U. S. Court of Appeals for the Sec- 
ond Circuit, May 8, 1957) 


Disability Benefits 
The insured suffered 

severe dermatitis of a 

” Over a three-year period 


from a 
“stubborn 
nature. 


THE SPECTATOR 





he saw a doctor on eight occasions. 
He sued to recover disability bene- 
fits and was awarded a verdict by 
the jury. The company sought to 
have the verdict set aside because 


the policy provided it did not cover | 


“any disability for which the in- 
sured is not necessarily and regu- 
larly attended by a legally qualified 
physician. . .” 


Jury Upheld 
The court refused to set aside 
the verdict on that contention: 
“The policy does not define the 
phrase ‘necessarily and regularly 
attended.’ True, the words are to 
be given their natural meaning. 


But absent definition, what is their | 


natural meaning? Does ‘regularly’ 
mean that the assured must be at- 
tended by a physician once a week, 
once a month, every six months, or 
once a year? Does ‘necessarily’ 
mean that the assured must see a 
physician even though the nature 


of the ailment precludes effective | 


medical aid; that an assured must 
be attended by a doctor whether or 
not professional help can alleviate 
his condition? The parties could 
not have contemplated an idle cere- 
mony. Regular and ‘necessary’ at- 
tendance by a physician presup- 
poses that medical assistance will 
serve a purpose. The purpose of the 
provision is to afford protection to 
the insurance company against 
false claims for total disability. 
Absent a precise definition of ‘nec- 
essarily and regularly attended by 
a... physician’ whether or not 
that purpose has been met and the 
condition fulfilled is a fact ques- 
tion depending upon the circum- 
stances of each case. 

“The issue was fully presented 
to the jury in the Court’s charge 
by direct reference to the provision 
in the policy with an instruction 
that if it found plaintiff was not 
necessarily and regularly attended 
by a qualified physician, other than 
the plaintiff himself, during the pe- 
riod of claimed disability, then the 
defendant was entitled to a ver- 
dict. The jury decided the issue in 
favor of the plaintiff and hence 
this aspect of the defendant’s mo- 
tion must be denied.” 

(Dixon v. Pacific Mutual Life, 
U. S. Court for the Southern Dis- 
trict of New York, April 18, 1957) 
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PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANT 


PLM Tips 
and Topics 


BUSINESS INTERRUPTION INSURANCE 


This is a coverage of growing importance to businessmen and a 
source of additional income to agents who effectively promote 
it. Here, for example, is how one alert agent organizes his 


thinking—and his selling to prospects: 


Vr. Businessman: 


@ Is your credit important to you? Keep it secure by investigating 
Business Interruption insurance. 
Of course you have fire insurance on your buildings, equipment or 
machinery, and stock. [sn’t it just as important to you to insure the 


earnings derived from the use of this property? 


If you suffered a fire, what would be the result (apart from the loss 
or damage of the physical property)? 

The answer is that while your earnings are stopped, your fixed 
expenses would continue: executive salaries, the salaries of key 
employees (assuming you planned to resume operations), taxes, 
interest on borrowed money, and so on, 

Do you realize that, on the record, of every 100 businesses whose 
property is destroyed or severely damaged by fire, 43 do not reopen 


because of the above contingencies? 


PLM OFFERS YOU: 


A Business Interruption policy backed by the company’s 
63-year-old record of sound operation, prompt loss payment, and 
liberal dividends to policyholders. We invite you to call on us 
for further advice in selling this increasingly important cover- 
age. Just coming off the press is a special folder we’ve produced 
on B.L.1. Why not drop us a card for a sample copy. You'll 


find it helpful. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance’”’ 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY e PLM Building Phila. 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 





your Mutual 
y Benefit 
\), Life Man 


planning 
that turns 
prospects 
into 
clients.” 


It takes thoughtful planning 

to produce anything worthwhile— 
from a best-selling novel to a 
slum-clearance program. And 
Mutual Benefit Life’s basic 
philosophy holds that any man’s 
financial future deserves the same 
careful planning. All Mutual Benefit 
Life men like Robert M. Thompson 
of Pittsburgh, believe this, too— 
and are thoroughly trained to 

put it into practice. We think it’s a 
major reason for their success with 
the clients they serve . . . clients 
who know that a policy is no 
substitute for a plan. 


The Mutual Benefit Life 


Insurance Company, Newark. N. J. 
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How Comprehensive Is ‘Comprehensive ? 


HE wording of the insuring 

clause of the Comprehensive 
Liability policy covers liability 
imposed upon the insured by law. 
Without further extensions, lia- 
bility assumed is not insured. 
However, the Comprehensive pol- 
icy does include certain contract- 
ual obligations found in written 
contracts: (1) leases; (2) ease- 
ment agreements; (3) “hold harm- 
less” clauses required by munici- 
pal ordinances (but not to include 
such clauses in performance con- 
tracts); (4) side track agreements 
required by railroads prior to the 
installation of a spur track; (5) 
elevator or escalator service con- 
tracts. 

No charge is made by stock 
companies, who are members of 
the National Bureau of Casualty 
Companies, for “hold harmless” 
clauses in leases, elevator service 
agreements, easements (other 
than grade crossing easements) 


Editor's Note: The writer of THE SPECTA- 
TOR'S "Coverages and Forms” reports 
agents and brokers are sometimes surprised 
when he tells them that the Comprehensive 
Liability policy is not completely compre- 
hensive. Therefore this month he has pre- 
pared a resume of the policy's coverages 
and exposures to indicate some of the 
loopholes—exposures that are not covered 
and hazards that are not insured. 


or in municipal ordinance re- 
quirements such as permits to 
erect signs. 


Sources of Assumed Liability 


Leases. Most leases contain as- 
sumed liability agreements’ in 
some form. A few merely attempt 
to limit the landlord’s liability to 
the extent he will not be responsi- 
ble for damage to the tenants’ 
property from certain sources of 
loss such as fire and water. The 
majority demand the tenant di- 
rectly assume liability, and the 
following clause is typical: 

“The tenant hereby agrees to 
indemnify and forever hold harm- 
less the landlord against any and 
all liabilities, penalties, claims, 
damages, expenses (including at- 
torney’s and general fees) and/or 
judgments arising from injury to 
persons or property of any kind, 
occasioned wholly or in part by 
any acts or omissions of the ten- 
ant or of the employes, customers 
agent or assigns of the tenant; or 
based on any matter or thing 
arising out of the tenant’s use or 
occupancy of the leased premises 
or any other part of the build- 
ing.” 

One state has enacted a law 
stipulating that any agreement in 


THE SPECTATOR 





which the landlord attempts to 
avoid liability for his negligent 
acts to be against public policy 
and therefore null and void. 

Real Estate Management Agree- 
ments. Managers of real estate 
often require the owner to hold 
them harmless for bodily injury 
on property damage claims aris- 
ing out of their operations in con- 
nection with the management and 
supervision of the property. Al- 
though practically all liability 
policies include the managing 
agent as additional interest with- 
out charge, a separate endorse- 
ment is needed to cover the “hold 
harmless” clause in management 
contracts. The Comprehensive Li- 
ability policy does not cover this 
agreement. 

Easements. Grade crossing 
easements require an additional 
charge. Other agreements of 
this nature are included without 
charge. Only the Comprehensive 
policy covers easements without a 
separate rider. 

Municipal Ordinances. Many 
municipalities will not issue per- 
mits without insurance evidence 
that applying party has provided 
them with insurance. As the ex- 
posure is slight no charge is 
made. Of course, agreements 
found in work contracts require a 
special endorsement for which a 
charge is made. 

Sidetrack Agreements. Seldom 
will a railroad company provide 
sidetrack facilities for an indus- 
try without being relieved of cer- 
tain liability for loss. Most of 
these agreements are written in 
Industrial Traffic League form 
and may be insured for a small 
charge. 

Any sidetrack agreement other 
than the standard form must be 
specifically rated and insured. 

Elevator or Escalator Contracts. 
Elevator service contractors usu- 
ally agree to assume liability for 
bodily injury and property dam- 
age while their employes are ac- 
tually working on or are present 
in or about the elevators and 
escalators and the equipment per- 
taining thereto, which is due 
solely to their negligence. The 
party for whom the work is per- 
formed must assume liability for 
injury to persons (other than em- 
ployes of the contractor) at all 
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other times, even though the acci- 
dent be the result of the contrac- 
tor’s work. 

The Comprehensive Liability 
policy insures all the foregoing 
agreements. Other liability poli- 
cies (of most insurers) must be 
endorsed as occasion requires. 


Uninsured Hazards 

There are many assumed lia- 
bility exposures that require spe- 
cial treatment and are not insured 
under any liability policy without 
specific riders. 
tant of these are found in: 

1. Purchase Orders. Many firms 
carry insurance with large deduc- 
tibles. Others enjoy rate credits 
because of low loss ratios and 
some act as 
claims can be 
others a saving of insurance costs 
will result. Hence, “hold harm- 
less” 
purchase orders which require 
the seller to assume considerable 
liability. The following is a typi- 
cal clause: 

“Seller agrees to protect, de- 
fend, hold harmless and indem- 
nify us from and against any and 


all liability and expenses arising | 


out of the alleged infringement by 


. . . o | 
the articles herein mentioned of | 
any patent, trade mark or copy- | 


right or claim therefor; or be- 


cause of any injury to person or 


property resulting to our custom- | 
ers or to any person whatsoever | 


from the goods herein purchased.” 

Some sellers of merchandise at- 
tach a “Vendors” endorsement to 
the Products Liability policy to 
cover the interests of purchasers 
but this extension does not cover: 


(a) the purchaser’s own negli- 


gent acts which may arise out of 


mixing, blending and processing, 

(b) the Assumed Liability 
agreement in the purchase order. 

2. Public Utilities. Installation 
and subsequent operation of high 
voltage electrical transformers 
creates certain hazards which the 


utilities often require industry to | 


assume. This exposure is insura- 
ble. 

3. Construction Contracts. These 
agreements are usually more se- 
vere than the Assumed Liability 


clauses contained in other con- 


Continued on page 84 | 


The more impor- 


self -insureds. If | 
“passed on” to | 


agreements are inserted in 
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And another agent has been won 
over by the aggressive leadership 
of the Pacific National Group 


PACIFIC NATIONAL 
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tracts and will probably be ex- 
pensive to insure. The courts 
seem to have been scanning agree- 
ments of this nature with a criti- 
cal eye in recent years. Even if 
the language does _ specifically 
state that the subcontractor (or 
general contract in the agreement 


and ideas. 


can do. 


foundation. . 





| Have Some Plans 


YOU'D LIKE TO PUT TO WORK? 


Central Standard will help you develop unique plans 


.. help you with tested sales tools, close 
support and the kind of territory opportunities you 
need. Everything for men who want to roll up their 
sleeves, build commissions and show what they 


Make the contact that will put your plans on asolid 
. be a part of Central Standard’s ‘from 
now on” expansion program. 


Write, wire or phone Claire Gsell. Agency Vice President 


CENTRAL STANDARD LIFE 


Granded (VOS-—> INSURANCE COMPANY 


211 West Wacker Drive 


with the owner) assumes liability 
for the other parties’ negligent 
acts, the court may decide the 
agreement is of little value, but 
there is a defense to provide for. 

4. Electric Protection Service 
Contracts. The following is the 
usual agreement which the indus- 
try signs if the protective service 
retains keys to the customer’s 
premises: 

“The Contractor, on receipt of 
a burglar alarm signal from the 
Subscriber’s premises, agrees to 





Chicago 6, Illinois 





send its representative to said 
premises to act as agent of and 
in the interest of the Subscriber. 
If provided with a key by the 
Subscriber for such purpose, the 
representative will enter’ the 
premises and search them. The 
Subscriber hereby authorizes and 
directs the Contractor to cause 
the arrest of any person found 
therein and to hold him or them 
until released by the Subscriber 
or an authorized known repre- 
sentative, and in such cases to 
indemnify the Contractor against 
any liability, cost or expense in 
consequence of such arrest.” 

The danger in this clause is the 
assumption of liability for false 
arrest, an exposure practically 
unlimited as to amount and re- 
quiring a combination of two en- 
dorsements to insure. 

5. Service Contracts. Fumiga- 
tors, window washing agencies 
and other similar firms may ask 
for release of liability. 


Points to Remember 
About Assumed Liability 


1. It usually involves property 
damage exposures. Limits should 
be adequate. 

2. Insuring the agreement does 
not remove the “Care and Cus- 
tody” exclusion in any Liability 
policy. This refers to property 
occupied by, rented to, or in the 
custody of the insured. Elimina- 
tion of this exclusion may be 
difficult to obtain. 

3. Such agreements may affect 
other forms of insurance. The 
Subrogation Clause in the Fire 
and Material policies may be 
waived without the company’s 
consent and policy rendered void. 


Other Policy 
Extensions Available 


1. Occurrence vs. Accident. All 
Liability policies insure claims 
arising out of an “Accident’’—a 
specific event which must be 
identified as to exact time and 
place. The word “Occurrence” 
may be substituted to cover a 
series of events leading to a 
claim; fumes causing illness over 
a period of time, lack of heat, etc. 
The additional charge for this 
improvement is small. It will be 
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limited to bodily injury claims. 

2. The Products Liability sec- 
tion of any Liability policy pro- y h PROVE t 
vides coverage only within the 0 e p you 0 
United States and Canada. Do- 


mestic companies will endorse | homeowners that their 


their policies to cover accidents 


occurring elsewhere if the claim | . 
is presented in the United States. | homes have gone UP in value 
If additional protection is re- | 


quired, agencies specializing in | 
foreign exposures should be con- 


ge A products claim to CONVINCE them they 


may occur anywhere and be diffi- 


wt reese “Should insure to FULL VALUE 


3. Elevator Liability policies 
can be extended to cover: (a) 
damage to the elevator or shaft 
resulting from an accident, (b) 
damage to property carried on the 
elevator. (May be covered under 


the Comprehensive policy if Prop- 
erty Damage insurance is_ in- USE nl 
cluded. ) 

4. False Arrest. Employment of 
guards, detectives and watchmen U. S. Residential 
creates additional exposures ae 

eate dditiona _exposu Building Costs 
false arrest, detention and re- 
straint. Coverage for these ex- 
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posures changes the policy from A IN t — 
a1. = i ASED ON DOW SERVICE REAL ESTATE 
a bodily to a personal injury WiAtieGes Ohana 


basis. This endorsement would be APRIL 1957 


combined with the Contractual 
Liability Rider (see paragraph 4 HART! ; 
above) as respects certain condi- r “THE HOME: 


° e ° fusarene ) 
tions found in contracts with cont omen nn Company 


am - . 00 Lene, Mow York 8. wy. 
Burglary Protection Service Com- 
panies. 


5. Malpractice Liability. Many It shows—dramatically—how replacement costs have risen. 
stores, theatres and other insti- It points out—authoritatively—the loss homeowners could 
tutions maintain first aid facilities suffer if not insured to full value. It helps you sell—quickly— 
and may have occasion to treat the extra insurance most homeowners need. 
members of the public. While the For example, this easy-to-use chart shows that a $10,000 
substitution of the word “occur- home built in 1946 would cost $15,200 to replace today! 
rence” for “accident” in the Lia- The Home Insurance Company has supplied its agents and 
bility policy might cover claims brokers with copies of this Estimating Chart, based on 
arising out of treatments afforded, figures supplied by F. W. Dodge Corporation, the nationally 
failure to properly treat would known source of construction information. If you do not 
not be insured. A «Malpractice have yours yet—if you want extra copies—ask your Home 


Endorsement should be added. fieldman or write— 


THE 
Summary 

There are sO many exposures 

to loss that a complete survey ORGANIZED 1853 


should be made by a competent O.. : 
analyst of all coverages and pos- CAMIHCENCE OUfIGMY 
sible sources of claim. Material Home Office: 59 Maiden Lane, New York 8, N. Y. 
Damage losses can be measured | FIRE « AUTOMOBILE ¢ MARINE 
according to values. There is no | ‘ S The Home Indemnity Company, an affiliate, writes 
limit to claims which may be | Casualty Insurance, Fidelity and Surety Bonds 
brought by members of the public. 








A stock company represented by over 40,000 independent local agents and brokers 
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PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


USE REPLY CARD ON PAGE 89 


For additional free information on one 
or more of these items, detach the reply 
card. Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail. 

This reply card is not an order blank. 
It merely tells the supplier that you are 
interested in receiving without obligation 
more information about his product or 
publication. 











New Edition of “Trip Tips” 


Packed with helpful hints for 
the motor traveler, America Fore’s 
1957 edition of “Trip Tips” is be- 
ing distributed. 

The 40-page booklet gives help- 
ful suggestions on how to prepare 
the home for vacation absence; 
instructions on bad weather, des- 
ert, mountain, and night driving; 
fire prevention and accident pre- 
vention. Check lists aid the motor- 
ist in preparing for the trip and 
having his car properly serviced 
before starting on a long journey. 

Included are manufacturers’ in- 
structions for handling all makes 
of automatic transmission systems 
when they become disabled and 
the cars require towing or 
pushing. 


For Further Information Circle 21 on Card 


Insurance Study of Colombia 


The United States Department 
of Commerce has announced pub- 
lication of “The Insurance Market 
in Colombia,” latest in its series 
of reports on insurance markets in 
other countries. 

Insurance laws and regulations, 
organization requirements, and 
statistics are given. Topics also in- 
clude restrictions on the purchase 


86 


of unadmitted insurance and so- 
cial insurance. Booklet is avail- 
able for 10 cents from the Super- 
intendent of Documents, U. S. 
Government Printing Office, Wash- 
ington 25, D. C., and from field 
offices of the Department of Com- 
merce. 


For Further Information Circle 22 on Card 


Individual Fire Detectors 


Automatic fire detectors, featur- 
ing individual and multiple unit 
installation, have been designed 
for low-cost protection in many 
types of risks. These detectors are 
equipped with a powerful dia- 
phragm horn that sounds a five- 
minute warning, audible up to one- 
half mile or more. 


Individual units are completely 
self-contained. System installation 
permits an unlimited number of 
detectors to be arranged in a 
single, tubing - connected 
Detectors may be placed in critical 
areas and the horn mounted in any 
location convenient to watchmen, 
employees or sleeping occupants. 


For Further Information Circle 23 on Card 


series. 


Booklet Covers Agent's Day 

“A Day in the Life of an Agent” 
is a booklet issued by Baltimore 
Life showing in pictures and brief 
text an “average day” in the work 
of a company agent. 


INSURANCE 


Readers accompany agent Jack 
Beavers as he calls on clients col- 
lects premiums, and otherwise fol- 
lows the successful routine of a 
busy life insurance representa- 
tive. Single copies of the booklet 
are available from Baltimore Life. 


For Further Information Circle 24 on Card 


Stapler with a Long Reach 

The side saddle stapling ma- 
chine, made by Lansdale Products 
Corporation, saddle stitches book- 
lets from the side and does other 
long reach work. The pocket-size 
fasten extra-long 
tubes out of flat 
flowers, 


stapler can 
sheets, make 
sheets, fasten baskets, 
and wrappings. The device uses 
standard size staples, and can be 
used as a regular desk or plier 
type stapler, and as a tacker. 


For Further Information Cirele 25 on Card 


More Capacity for Data Selector 


International Business Ma- 
chines has announced new op- 
tional features increasing the ca- 
pacity and flexibility of their 774 
tape data selector. These are file 
search and additional magnetic 
core storage. 
With the file 
users of the 774 can locate any 
individual record or class of re- 
cords within a file of magnetic 
tapes. For example, a reel of tape 
lists expenses of various depart- 


search feature, 


ments in a business for a certain 
month. If management wants to 
see all items pertaining to a par- 
ticular department, the 774 can be 
set up to locate them by simple 
wiring changes on the control 
panel. Information becomes avail- 
able as a printed report on the 

Continued on page 88 
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THE SKINNER CHUCK COMPANY NEW BRITAIN, CONN. 


and SKINNER ELECTRIC VALVE DIVISION 


SAVES $12,500 A YEAR 
by protecting its property with ADT 


@ Sprinkler Supervisory and Waterflow Alarm Service 
@ Aero Automatic Fire Detection and Alarm Service 


@ Heating and Industrial Process Supervisory Service 


Quality is an important factor in the manufacture of Skinner 
chucks and Skinner electric valves. The firm likewise de- 
mands quality in the protection of its plant...a primary 
consideration in their selection of ADT Automatic Protec- 
tion Services for existing buildings and two new wings now 
under construction. 


The satisfaction expressed by Mr. Rogers is typical of the 
comment of thousands of business executives who know that 
ADT Automatic Services give better protection for property, 
profits and employees’ jobs, and at less expense. 


May we show you what ADT can do tov you? 


Whether your premises are new or old, sprinklered or un- 
sprinklered, there is an ADT Automatic Protection Service 
to detect dangerous conditions and to notify fire, police or 
other protective forces immediately and automatically. 


An ADT specialist will be glad to show you how combina- 
tions of automatic services can safeguard your property. 
Call if we are listed in your phone book; or write to our 
Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 
A NATIONWIDE ORGANIZATION 
Executive Office: 155 Sixth Avenue, New York 13, N. Y. 
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Products and Services 


Continued from page 86 


accounting machine, or in 
punched card form for further 
processing if desired. 


For Further Information Circle 26 on Card 


Up-to-Date Mailing Tips 

Whatever helps the Post Office, 
helps you. That is the theme of a 
new booklet, “29 Timely Mailing 
Tips,” now being offered to busi- 
ness mailers by Pitney-Bowes, Inc. 

“More often than not,” the book- 
let says in its introduction, “the 
Post Office is not to blame for the 
letter that got there late, or the 
carton that came through crushed. 
For there are many things a 
mailer himself can do and should 
do to help the Post Office give him 
good service.” 

Among the practical and help- 
ful suggestions are “Helpful 
Hints for Handling Your Regular 





Daily Mail,” “Parcel Post Point- 
ers,” and “Tips for Advertising 
and Other Volume Mailings.” 


For Further Information Circle 27 on Card 


Truck Fights Industrial Fires 


A three-wheel, electric powered 
industrial fire truck that can 
carry four or five men and fire- 
fighting equipment has been de- 
veloped by the Electri-Car Divi- 
sion of Victor Adding Machine 
Company. Manufacturer states 
that the truck is maneuverable 
enough to make 90-degree turns 
in one swing in factory aisles as 
narrow as seven feet. This feature 
makes for greater efficiency in 
fighting in-plant or plant-site fires 
which might be inaccessible to 
standard vehicles. 

The Victor fire truck is powered 
by batteries which feed a specially 
built 24-volt direct-drive motor. A 
built-in charger is included. Auto- 
matic lights and siren go on when 
the driver steps on the safety 
treadle. 


For Further Information Circle 28 on Card 


Safe Driving Booklet 


In “How’s Your Driving?” Met- 
ropolitan Life reviews many of the 
fundamentals that make for safer 
driving of automobiles. The book- 
let discusses “How Fast is Fast?,” 
“Good Turns, and Bad,” and “Sane 
Night Driving.” A helpful check- 


KM KG . oar 


SERRE SEONG ERR 
list points out the essential parts 
of the car which should be in top 
working condition before you set 
out on a trip. 


For Further Information Circle 29 on Card 


Type Directly on Index Tabs 
Type-your-own transparent in- 
dex tabs that require no inserting 
or cutting are offered by Superior- 
Tabbies, Inc. 
Called ‘“Type-Ons,” design per- 
Continued on page 91 


.. made the easy way 
with the help of the 


PEERLESS 


Dwelling Package insurance 
‘Sales Convincers’ Kit* 


*Consumer Sales Brochure, 
Newspaper Ads, Follow-up Letters, 
Application Forms, Sales Aids, 
Prospect Finding Guide 


RANCE COMPANY - KEENE, NEW HAMPSHIRE 
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Ml MAIL THIS CARD Ei 


for more information about numbered 
items under “Products and Services,” 
“Contracts and Policies’ and "Bookshelf" 


Executives Bookshelf 


Social Security in Great Britain 


Third in its series of monographs on national systems of 
social security, the International Labour Office at Gen- 
eva, Switzerland, has published a study of Great Britain. 
This system consists of National Insurance, Industrial 
Injury Insurance, Family Allowances, National Assis- 
tance, and the National Health Service. 

The 73-page book discusses the legal basis for the pro- 
gram, the scope of protection, provision of benefits, or- 
ganization, and financing. 


For Further Information Circle 290 on Card 


Tax Laws on Partnerships 


“Partnership Income Tax Guide” provides concise an- 
swers to everyday questions concerning income taxes oa 
partnerships and partners’ earnings. 

Based on partnership rules as amended by the 1954 Code, 
the 96-page book explains how partners are taxed, taxable 
year of a partner and partnership, basis of partner’s in- 
terest, contributed property, when a partner dies, and other 
tax puzzlers. A topical index and table of contents provide 
easy access to the detailed explanations. Publisher is Com- 
merce Clearing House. 


For Further Information Circle 264 on Card 


Civil Service Benefits Outlined 


Insurance Research & Review’s latest handbook in the 
field of Government benefits is a comprehensive explanation 
of the Civil Service Retirement Act. Titled “Handbook of 
Civil Service Benefits,” the 40-page booklet first outlines 
mechanics and benefits of the Act, then illustrates how such 
benefits can be integrated with life insurance to build a 
program of financial security. 

General provisions, credited service, and benefits pay- 
able are covered. Tables are given for determining the 
amount of the retirement, disability or survivor annuity 


Ceatineed on next page 
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Bookshelf (Continued) 


in question. Previously, benefit amounts had to be figured 
by long complicated formulas. 


For Further Information Circle 265 on Card 


40}D}I9dg SUL 


History of the Chartered Insurance Institute 


Commemorating its sixty years, the Chartered Insurance 
Institute of Great Britain has issued a 92-page historical 
booklet. Formed in 1897 by a federation of local groups, 
some dating back to 1873, the Institute early sponsored 
educational courses in insurance. 

Information about the publication may be obtained from 
the Chartered Insurance Institute, The Hall, 20 Alderman- 
bury, London EC2, England. 


UIUANNNNNUUUUUUTUUU ! Analysis of Life Company Figures 


The 1957 edition of “An Independent Analysis of Legal 
Reserve Life Insurance Facts” has been published by Stand- 
ard Analytical Service. Section A of the book features cur- 
rent statistics on the 130 leading life organizations includ- 
ing comparative analytical factors. Section B contains text 
on actuarial science. Section C gives programming tables 
with instructions on how to use them. 


Fer Further Information Circle 266 on Card 
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A&H Queries Answered 

“Accident & Health Insurance Agent,” by Arthur Liebers, 
is a pre-examination study book for anyone entering the 
expanding field of accident and health sales. This book, in 
question and answer form, is based on the types of exami- 
nations given in the different states. Material covered in- 
cludes state laws regulating the health and accident insur- 
ance field; types of policies; duties and obligations of the 
agent; handling of claims; individual and group policies. 
Publisher is Arco. Single copy $3.50. 


For Further Information Circle 267 on Card 
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Products and Services 


Continued from page 88 


mits typing on both sides of tab. 
Typewriter stencil key, ball point 
pen, hard pencil or stylus may be 
used. Type-On tabs come mounted 
on special sheets to fit a type- 
writer. 

Made of soil-resistant, durable 
acetate, the pressure-sensitive la- 
bels adhere immediately to all 
materials. 


For Further Information Circle 30 on Card 


Duplex Book Copier 


A book photocopy machine com- 
bining an exposer and printer ina 


single unit has been announced by 
Copease Corporation. 

Machine has a sponge rubber 
cushioned head which adjusts to 
the thickness of the book, produc- 
ing uniform contact. Called the 
duplex book copier, the unit makes 
black-on-white copies of any orig- 
inal written or printed page, either 
single sheets or pages from books 
without loss of margin. 


For Further Information Cirele 31 on Card 


Form for Quick Messages 
Carteret Printing Company has 
added a “Speed Message” form to 
its line of stock business forms. 
This is a two-part carbon-inter- 
leaved set, 8% x 7 inches when de- 
tached from the stub. Form was 
designed for dispatching short 
notes, instructions, questions and 
memos of all kinds where an an- 
swer is not required or implied. 
The speed message form is in- 
tended to eliminate needless for- 
mal letter writing; and supplies a 
copy for the originator of the mes- 
sage which he can use for follow 
Continued on page 92 





SERVICE IS THE KEY 


Federal Life firmly believes that service is the key to 
a good insurance company, and it is the reason that 
Federal Life is a growing Company. 


SERVICE to our agents—competitive Life and A & H policies, 
liberal financing plans, and aid in the field. 


SERVICE to our policyholders and beneficiaries by promptly 
and courteously taking care of their needs. 


SERVICE to you—by giving you wide open opportunities to 
grow with a growing Company. If interested in the states 
below, write Emery A. Huff, Agency Vice President. 


FEDERAL LIFE INSURANCE COMPANY 
6100 N. Cicero Avenue, Chicago 30, Illinois 


Licensed in: Cal., Colo., Fla., Ill., Ind., lowa, Kans., Mich., Minn., Mo., Neb., N. J., 
N. C., Ohio, Okla., Ore., Pa., Texas and Wis. 











Frank E. Gerry 


MILES M. DAWSON & SON, INC. 


Consulting Actuaries 


1014 Hope Street 
Springdale, Conn. 











One of the World's Great Life Insurance Companies 


Sun Life 


today protects the holders of 2.000.000 policies and 


their dependents, coast to coast in North America 
and in 25 other countries, building family wealth 


for the time of need. 


SUN LIFE ASSURANCE COMPANY OF CANADA 


HEAD OFFICE ¢ MONTREAL 
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up purposes and record-keeping. 
Form also provides for auto- 

matic positioning of recipient’s 

name and address in a standard 

No. 10 window envelope, insuring 

correct mailing. 

For Further Cirele 32 on 


Information Card 


Economy Presensitized Plate 
Polychrome Corporation is mar- 
keting a presensitized aluminum 
plate in the 10 x 15-inch size. The 
Alkote plate will produce all line, 
halftone, and Ben Day work. Al- 
kote’s patented surface is designed 
to insure a natural water and ink 
balance. 
Cirele 33 on Card 


For Further Information 


FIELD-TESTED SALES KIT 
Proved in use by American 
Surety agents everywhere! 
Shows prospects quickly 
and easily how much they 
can save and how they can 


TIMELY SELLING HINTS 


Right now—with homebuy- 
ing activity hitting peak- 
season stride—American 
Surety gives you tested 
techniques for selling 


125 


ON-THE-SPOT ASSISTANCE 
American Surety fieldmen 
will help you survey your 
personal lines. plan an ag- 
gressive program aimed at 
Homeowner prospects in 


improve their protection 
with an American Surety 
Homeowners Policy. rent 
8," 
monthly 
agents, 


Homeowner 
They’re featured in the cur- 
“Mailroad to 


American 


coverage, your area, 


Pror- 
Surety’s 


sales-builder for 


with American Surety’s package to help you sell HOMEOWNERS! 


Let American Surety Homeowner policies increase your income while reducing overhead. 
For full details and copy of the current “Mailroad to Prorits” featuring Homeowners 


selling hints—contact office shown below. 
lling hint tact offi I below 


AMERICAN SURETY 


HOMEOWNERS 


COMPANY 


FIDELITY * SURETY « CASUALTY « FIRE * INLAND MARINE 
ACCOUNTANTS LIABILITY 


AVIATION 


100 Broadway, New York 5, N. Y. 


Offset Negative Cost Scale 

Kenro Graphics, Inc., offers a 
calculating slide ruler’ which 
shows at a glance the savings in 
cost of producing negatives for 
offset duplicating in your own 
plant as compared to purchasing 
them outside. 

In designing the gadget, Kenro- 
Graphics took into consideration 


the variations in cost of purchased 
negatives in different parts of the 
country. Calculator also has a pro- 
portion scale showing reduction or 
enlargement of art work in terms 
of percentage. 

For Further Card 


Information Circle 34 on 


Conference Talks Printed 


The General Agents and Mana- 
gers Conference of the National 
Association of Life Underwriters 
has compiled in booklet form the 
speeches delivered at the 1957 
Mid- Year Management Program 
in March. Topics covered in this 
summary of the program include 
“how to” ideas, a look into the 
future of the business, what an 
agent wants and expects from his 
general agent or manager, public 
relations, and other discussions of 
general interest. 


For Further Information Circle 35 on Card 


Pamphlet on Church Fires 

“Fire 
Church,” an 
issued by American District Tele- 
graph, points out the need for bet- 
ter fire protection in the nation’s 


Can Destroy Your 


illustrated brochure 


churches. It includes a list of 
church fires and losses for Janu- 
ary, 1956 through March, 1957. 
Single copies are available free. 
360 «on «(Card 


For Further Information Circle 


N. Y. Insurance Booklet 

The Insurance Department of 
the State of New York has an- 
nounced publication of their new 


THE SPECTATOR 





booklet, “1956 Loss and Expense 
Ratios.” Experience of all fire and 
casualty insurance companies is 
shown, for the major lines of in- 
surance. 

The booklet is available from 
the New York State Insurance De- 
partment, Albany, New York, for 
$1 per copy. 

For Further on Card 


Information Circle 37 


Items for Fire Prevention Week 

The week of October 6-12 
been selected as nationwide 
Prevention Week with the slogan 
“Stop Fires Lives.” The 
National Board of Fire Under- 
writers has available posters, 
stamps and stickers, educational 
booklets and other for 
promoting fire prevention. A ‘“Min- 
ute Movie” can be rented for thea- 
tre or TV showings. Order blanks 
from the National 


has 
Fire 


Save 


material 


are available 
Board. 


For Further Information Circle 38 on Card 


Helping Higher Education 

The Council for Financial Aid 
to Education offers a booklet titled 
“The Closing College Door.” The 
booklet deals with the problem of 
aiding colleges and universities. 
With overcrowded 
now, the problem is expected to 
worsen as enrollment climbs. The 
Council outlines ways to help any 
college or institution of your 
choice. Single copies of the book- 
let are available free. 


For Further 


classrooms 


Information Circle 39 on Card 


Promoting Home Safety 


The tumbles of 
amusing to circus-goers, but falls 
in the home are not funny. 

Jocko the Clown is the “story- 
teller’ in a National Safety Coun- 
cil pamphlet, “‘Home Tumbles Are 
No Circus.” The colorful publica- 
tion points out dangers to the 
would-be home repairman, the 
man who gropes in the dark, the 
lady who can’t see over the top of 
a load. Part of the Council’s con- 
tinuing campaign against falls, 
the 12-page pamphlet concludes 
with a short safety quiz. 


clowns are 


Information is available from 
the National Safety Council. 
10 on Card 


For Further Information Circle 
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Special Insurance Risks 

Pamphlet issued especially for 
agents and brokers, titled “Spe- 
cialty Insurance Coverages,” is 
being offered by Southern Marine 
& Aviation Underwriters, Inc. The 
leaflet provides information on 
how and where to cover unusual 
risks, and also suggests needed 
types of coverage for clients. 
Information Circle 43 on 


For Further Card 


Films for Free Showings 


Safety films made by the Aetna 


Casualty and Surety Company are 
available to the general public on 
a free-loan basis. 

Topics include sporting safety, 
business, commercial and indus- 
trial safety, crime and fire pre- 
vention, and highway safety. 

List of current films is available 
from the company. For use of any 
film, a specific show date must be 
indicated. Movies can be used only 
in continental United States, and 
can be televised only with com- 
pany’s prior consent. 

Card 


For Further Information Circle 42 on 


what's morale, daddy? 


It is not easy to describe morale, because it is an intangi- 
ble something. Morale is the thing that makes a team 
come back on the field at half-time and win a game. Morale 


is the winning habit, a feeling of success, a surge of ex- 


citement, the power to do a job well. 


American United men have that tingle of excitement in 
a large measure. They have the merchandise: full income 


protection on every front down to non-can income disa- 


bility, guaranteed renewable accident, sickness and major 


medical. They have the backing of a sales-minded, com- 


petitive home office staff. They have open channels of 


communications where ideas flow freely on a two-way 
street. They have what it takes to be successful. 


American United Life 


INSURANCE 


COMPANY 


HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS - 
UNIQUE JUVENILE © GROUP INSURANCE 


GUARANTEED RENEWABLE MAJOR MEDICAL «+ 


FLEXIBLE OPTIONS e 


LOW NET COST SPECIALS 
GROUP RETIREMENT © PENSION TRUSTS 
NON-CANCELABLE DISABILITY 


GUARANTEED RENEWABLE HOSPITAL AND SURGICAL 
SPECIALISTS IN SUBSTANDARD UNDERWRITING AND REINSURANCE 


or 





THE 
PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 
ARE BUILDING | 
FOR 
HE Vv 


EXCELSIOR 


INSURANCE COMPANY OF NEW YORK 
SYRACUSE N.Y. 








THE OLDEST INSURANCE 
COMPANY IN THE WORLD 











INSURANCE and 
ACTUARIAL FIRMS 


NOW CUT 
OFFICE 
OVERHEAD 


BY DEALING 
WITH A.S.H. 


OUR FREE 
88-PAGE CATALOG-MANUAL 
WILL SHOW YOU HOW! 
WRITE FOR YOUR COPY TODAY! 


No Salesman Will Call! 


ACCOUNTANTS’ SUPPLY HOUSE 


305 CANAL ST., N. Y. 13, N. Y. 


w 
: 
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NAME 


FIRM NAME 


ADDRESS 


CITY ZONE STATE 
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CHANGES IN 
CO 
ct 


Basic with Major Medical 


Two-in-one hospital plan, intro- 

duced by Continental Casualty. 

combines a_ basic 

hospital plan and 

a catastrophe 

plan. Basie cover- 

age provides for 

room and 

miscellaneous hos- 

pital expenses and 

emergency out-patient expense. In 

addition, room and board for ma- 

ternity care are included under 
the family plan. 

When out of pocket expenses ex- 
ceed by $100 the amount paid un- 
der the basic, the catastrophe plan 
takes over. This pays 75 per cent 
of all remaining hospital room and 
board and hospital miscellaneous 
expenses, not covered by the basic 
plan, up to a maximum of $5,000. 


For Further Information Circle 214 on Card 


board, 


Executives’ Disability 

Designed especially for groups 
of 10 to 50 employees, a “3D” dis- 
ability income package plan by 
Occidental Life of California of- 
fers coverage for executives. A 
special $100 weekly time-loss ben- 
efit is available for executives un- 
der age 64 with $160 or more basic 
weekly earnings. Benefit is pay- 











Frereiriititi! 


& 
¥ 
¥ 
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able for a maximum of two years 
for sickness and five years after 
an accident. 

Basic “oo 
plans include weekly benefits up 
to $60 for periods of 13, 26 or 52 
weeks. Benefits of the optional ex- 
ecutive “2 & 5 Year” feature may 
commence on the same day as the 
basic plans or the employer may 


provisions of the 


elect waiting periods of 30, 60 or 
90 days. 


For Further Information Cirele 215 on Card 


Premier Accident Policy 

Guaranty Savings Life has en- 
tered the accident and health field 
with a premier accident policy. 
The policy is written in units 
of $10,000, $15,000, $20,000 and 
$25,000, and will be accepted on 
an annual or semi-annual 
mium only. Contract is issued on 
18 to 60, and is 
to age 65. 


pre- 


ages renewable 


For Further Information Circle 216 on Card 


Booklet Hospital Form 


California Life has announced 
a new “plain language” hospitali- 
zation policy. Printed in large 
type, the contract is in booklet 
form with a convenient index. 
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Benefits provide coverage for 
sickness commencing prior to the 
policy’s issue date if the insured 
had no knowledge of the malady, 
and had not received medical 
treatment. Contract also provides 
up to $50 on an unscheduled basis 
to cover x-ray and laboratory ex- 
aminations due to accident or 
sickness even if the insured is not 
confined to a hospital. Available to 
men and women up to 65, the pol- 
icy is renewable at company op- 
tion. Unmarried children may be 
added from ages 3 months to 18 
years. Special plans for persons 
over 65 are available. 


For Further Information Circle 217 on Card 


Family Protection To $15,000 


The Equitable Assurance Soci- 
ety’s family protection plan pro- 
vides $5,000 face 

amount of whole 

life on the hus- 

band. Decreas- 

ing term on the 
wife is provided, 
amounting to 
$3,000 up to the 


You'll be a jump ahead and have a winner 
with National Casualty's sound protection 
—the finest in Disability Income, Hospitali- 
zation and Surgical coverages for the Indi- 
vidual, Family, Franchise or True Group case. 
Guaranteed Renewable Policies Now Available! 


policy anniversary nearest her 
31st birthday, decreasing by $100 
annually to age 55. Amount re- 
mains at $500 until expiring on 
the policy anniversary nearest the 
wife’s 65th birthday. Each unit of 
the husband’s coverage provides 
$1,000 term on individual chil- 
dren’s lives until each child’s 
25th birthday. 

Plan is available in units of 
$5,000, $7,500, $10,000, $12,500 and 
$15,000 on the husband. 


For Further Information Circle 218 on Card 





WHAT THE NUMBERS MEAN 


If you would like more infor- 
mation about one or more of the 
policies or lines reviewed here, 
c:rcle on the card between pages 
88 and 91 the number or numbers 
following those items. Write your 
name and address on the card 
and drop it in the mail. 











Family Without Term for Wife 


John Hancock has announced a 
family policy providing whole life 
insurance for both husband and 





wife, with term insurance to age 
25 for children under age 18 when 
the policy is issued. 

Insurance on the wife is not 
term. Coverage on the wife be- 
comes fully paid up on the policy 
anniversary nearest her 65th 
birthday or upon the prior death 
of her husband. 


For Further Information Circle 219 on Card 


Family Plan, Triple Indemnity 


Life of Georgia is introducing 
a family policy with a feature 
termed “triple accidental protec- 
tion.” This provision calls for pay- 
ment to insured orphans of three 
times the face amount of the pol- 
icy in case of the accidental death 
of both parents within 90 days of 
each other. 

This family plan is sold in units 
with a minimum of $5,000 on the 
father (half whole life and half 
term to age 65). 


For Further Information Circle 220 on Card 


Contracts and Policies Notes 


Aetna Life has announced an 
Continued on page 96 








Remember —It's Easiest to Sell the Best! 
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Contracts and Policies 


Continued from page 95 


increase to 3 per cent in the rate 
of interest for discounting premi- 
ums paid in advance. 

American United Life has in- 
creased from 3.25 to 3.35 per cent 
the rate of interest allowed on 
dividends left to accumulate. 
Gross rate allowed on settlement 
option funds eligible for excess 
interest has been increased to 3.35 
per cent on non-withdrawable 
funds, and to 4.25 per cent on 
withdrawable. 

Bankers National Life of New 
Jersey has increased to 3% per 
cent the rate paid on premiums 
receiving discount for not more 
than 10 years. 

Continental American Life has 
adopted a new scale of policy 
dividends. New scale will increase 
total dividends payable in 1958 by 
about 15 per cent. 

Equitable Life of Iowa has lib- 
eralized its rules concerning use 
of settlement options by which the 
beneficiary, at the insured’s death, 
may elect any type of settlement 
which the insured could have di- 
rected during his lifetime. If the 
insured does not file a direction 
during his lifetime, the company 
is making available a prepared let- 
ter which he may file with his pol- 
icies, calling to the attention of 
the beneficiary the choices open. 

Indianapolis Life has increased 
dividends on all participating pol- 
icies, increased payment of inter- 
est on funds held by the company, 
and liberalized settlement of death 
claims. 

Mutual of New York has raised 
to 5 per cent the interest rate on 
all policy loans. This replaces, at 
least temporarily, the sliding scale 
formerly in effect. 

Occidental Life of North Caro- 
lina has announced its entry into 
accident insurance in addition to 
its present life business. Plans of- 
fered range from travel and pe- 
destrian coverage to protection 
for all types of accidental injuries 
and death. 

Pacific Mutual Life has an- 
nounced lower ratings for those 
engaged in hazardous work. 
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NVESTORS today have no bed 

of roses on which to recline. 
With a changing and unsettled 
world, with new economic forces 
exerting pressures in one direc- 
tion and then another, with indi- 
vidual companies and sometimes 
an entire industry affected by a 
new scientific development, it is 
a wonder investors have any time 
to recline. Yes, there is little 
doubt this is one of those difficult 
times, but we have had them in 
the past and somehow managed to 
survive. We shall probably do so 
again but the going is getting a 
little tough. 


Declines Reversed 


The long period of prosperity 
we have had, beginning after 
World War II as far as consumers 
are concerned, has produced some 
excesses. The rolling type of re- 
cession, as it has been called, has 
kept the economic boat on a fairly 
even keel despite all the fears of 
the traditionalists. As a matter of 
fact ever since 1932 when money 
was plowed into the economy with 
unheard of abandon and saving 
money was considered some kind 
of a sin, the traditionalists have 
had opposition. Today there are 
those who believe that economic 
forces will in time adjust any ex- 
cesses, but the longer delayed the 
more painful the adjustment. The 
other school of thought believes 
those forces can be controlled and 
kept in balance so we should have 
no devastating depression. They 
point to the success of the Gov- 
ernment in reversing the declines 
that set in during 1949 and 1953. 

We investors can’t afford to be 
wholeheartedly on either side but 
must use our best judgment in 
evaluating events as they unfold 
or start to glimmer on the hori- 
zon. This is a tough job, but a 
necessary one. Take for instance 
the Bond-Stock Ratio, an old tool 
that measures the difference be- 
tween the income from high grade 
bonds and the income from high 
grade stocks. Today the spread 
between the two is getting pretty 
narrow. Normally you would 
think it wise to swap a 4 per cent 
yield on a good stock for a 4% 
per cent yield on a good bond. 
But then someone pops up to say, 
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uwvestments... 


By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


No Bed Of Roses For The Investor 


“how about the buying power a 
few years hence of that 4% per 
cent bond yield?” 

So we stop and wonder and 
think over what Treasury Secre- 
tary Humphrey said, when asked 
by the Byrd Committee of the 
Senate to explain the weakness in 
long term bonds. “I think,” he 
replied, “the fear of inflation is 
very definitely in the minds of a 
great many investors, and I don’t 
know why it should not be.” At 
this point the forecasting value of 
the Bond-Stock Ratio gadget is 
placed in some doubt. Incidentally 
it hasn’t yet reached the unfavor- 
able position it occupied prior to 








the 1929 collapse, so even tradi- 
tionally we may still have some 
period of grace. 

Then we remember the classical 
definition of inflation, the chasing 
of too many dollars after too few 
goods. Right now, of course, even 
this isn’t true. Goods of all kinds 
are in plentiful supply and more 
money has not been pumped into 
the financial stream by the Fed- 
eral Reserve. 


Public Takes New Tack 


But a new tack has been taken 
by the public and something like 
the same result has been accom- 
plished. This is simply a faster 
turnover of the available money 
supply. People are spending 
money and spending it fast, and 
with wages going up and most 
everyone employed, prices go up 
too. 

Here we have another worry 
that is not classical, a wage-price 
spiral. This wage-price spiral is 
likely to continue with new wage 
contracts coming up containing 
escalator clauses, severance pay 
and cost of living adjustments. 
You will say there is a limit to 
such a spiral and of course there 
is, but it is hard to predict when 
the limit will be reached. That’s 
because public 


another worry, 


Continued on page 98 
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Can Get FURTHER FASTER 


With MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable Health 
and Accident Insurance, and Hospital, Surgical and Major Medical. 

TRAINING — to sell all forms of Participating Life Insurance — in in- 
dividual programming, Business Insurance, estate and tax planning. 

TRAINING — to sell Group Health and Accident, Group Life, and 
Salary Continuance Plans. 

TRAINING — to advance into management positions 
visor, General Agent and Home Office. 


Field Super- 


All Monarch training is company sponsored and company supported — 
and all new men are company financed. 
Liberal retirement, group life and hospitalization benefits for a// salesmen. 
Frank S. Vanderbrouk, President 
Raymond C. Swanson, Agency Vice President 
MONARCH LIFE INSURANCE COMPANY 

Springfield, Massachusetts 
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buying is fickle and a point could 
be reached where a buyers’ strike 
could suddenly appear. 

While the arguments and pre- 
dictions flow steadily from both 
sides, the economy keeps bubbling 
along with one segment and then 
another taking a breather without 
setting in motion a reversal for 
the economy as a whole. This sort 
of pattern has been forming for 
so many years that it has almost 
reached the point of being ac- 
cepted as normal. Just another 
worrisome conjecture: will we 
continue to roll? 


Dollar's Future Value 


All these oddities disturb us 
but the one big concern of the in- 
vestor, as it should be with every- 
one, is the stability of the Ameri- 
ean dollar. Inflation is harmful 
to everyone and, as The First Na- 
tional City Bank says in its July 
Letter, “no one need suppose that 
continued tolerance of inflation 
affords any promise of permanent 
immunity to deflation and unem- 
ployment.” Actually the Ameri- 
can dollar is a symbol of stability 
throughout the world. Any under- 
mining of that stability or fear of 
its future value would have 
world-wide repercussions and 
even affect foreign balances here 
which are substantial. 

Every support should be given 
to moves to halt the present infla- 
tionary pressures, even though 
temporarily painful. One attack 
is by steady pressure on Congress 
to reduce Government expendi- 
tures and taxes. We cannot 
sume, however, that this stability 
will be quickly brought about, as 
the trend has certainly not been 
set in that direction yet. In the 
meantime, inflation psychology is 
beginning to affect prices. 

The prices of industrial bonds, 
tax exempt bonds, and some pre- 
ferred stocks have reached the 
point of attractive yields, but any 
reversal of the steady downdrift 
in values can only be brought 
about by cheaper money rates. To 


as- 
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artificially cheapen money today 
would add fuel to the inflationary 
fire, so the chances are we have 
not yet seen the end of the decline 
in fixed income obligations. 

On the other hand, stocks have 
reached the point in many cases, 
where yields are so small that 
they really are not an investment 
factor. Stocks are being bought 
for the appreciation possibilities. 
A few examples, Minneapolis 
Honeywell 1.4 per cent, Corning 
Glass 1.5 per cent, Mead Johnson 
2 per cent, National Lead 2.4 per 
cent, General Electric 2.9 per cent 
and International Business Ma- 
chines less than 1 per cent. 

As stocks rise on future hopes, 
the ratios of the past that existed 
between the price of the stock and 
its earning potential tend to be 
disregarded by investors. This is 
still another worry since stocks 
only have value, even in inflation- 
ary periods, in relation to earn- 
ing capacity. We can’t afford to 
ignore the fact that an inflation 
psychology will force stocks much 
beyond true value for extended 
periods, but as values continue to 
mount we should not forget that 
our investment risks are growing 
progressively greater. 


Guessing The Turn 


The lot of the investor today 
surely is no bed of roses. He 
must be constantly on the alert. 
His salvation may well depend on 
wide diversification, careful selec- 
tion of securities and a willing- 
ness, even against majority opin- 
ion, to shift out of individual 
stocks that are trying to out-fu- 
ture the future. One should not 
be dogmatic about when stocks 
will stop advancing and bonds 
stop declining, or wake up in the 
wee hours with some new wrinkle 
on how to guess the turn. An open 
mind in this hectic age is prob- 
ably your safest haven. 

One last thought, if history is 
any guide, the end of our present 
period of worry as to what to do 
and the beginning of a whole new 
series of worries, will come when 
few of us expect it. But even if 
we are among the bright few we 
will have no bed of roses. There 
is just no rest for the conscien- 
tious investor. 
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Over 140 Million of Life Insurance in force in the State of Indiana 
Millions Paid to Policyholders and Beneficiaries 


James M. Drake 
Chairman of the Board 


OPPORTUNITY 
HOUSTON 








For The Man Ready 
For General Agent Qualification 


NATIONAL RESERVE 


LIFE INSURANCE COMPANY 


TOPEKA * SIOUX FALLS 
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EMPIRE LIFE AND ACCIDENT INSURANCE COMPANY 


Home Office, Empire Life Building 
Indianapolis 7, Indiana 


Joseph |. Cummings 
President 
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IJ fast growing Houston 


we have presently a wenderful 
opportunity for the man ready 
for General Agent status. 

Our Company, now well 
above the Two Hundred Million 
Dollar mark of Insurance in 
Force, is continuing throughout 
the balance of this year a vig- 
orous expansion program in our 
entire operating territory. 

If you are the man for this 
opportunity, write us today for 
detailed information. All cor- 
respondence in confidence. We 
assure the utmost in home office 
cooperation. 


H. O. CHAPMAN, President 
S. H. WITMER, Chm. of the Board 
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Home Office Omaha, Nebraska 


GROWING WITH AMERICA 
SINCE 1903 World offers a 
complete line of personal insur- 
ance protection: Life, Accident 
& Sickness, Medical - Surgical, 
Hospitalization. Non-Cancella- 
ble, Guaranteed and Optional 
Renewable. For individuals, 
families, groups and franchises. 
AND STILL GROWING 
World has just released the 
new Business Over-Head_ Ex- 
pense and Family Group Life 
Insurance Plans. 


T. D. Eilers, President 
WORLD INSURANCE COMPANY 
OMAHA, NEBRASKA 


C.. 
1804 


The Pioneer Organization 


COATS & 
BURCHARD 


COMPANY 
Chicago 


APPRAISERS 


Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


Depreciation Studies 
Property Ledgers 








4413 Ravenswood Avenve 
Chicago 40, Illinois 


new england... 


It's Only The Beginning 


This is a rough year for insur- 
ance company presidents. Rising 
loss ratios, soaring expense ra- 
tios. 

Why? Well, for one _ reason, 
we’ve been fighting each other in- 
stead of concentrating on our real 
target, the consumer. We've been 
buying each other’s agency plant 
with an additional 5 per cent com- 
mission when there is no such 
money in the wood. 

Why are some companies now 
reporting an average of 27.5 per 
cent commission on Homeown- 
er’s? This, mind you, is a cover- 
age we promoted a few years ago 
with a built-in commission of 20 
per cent. 


A President's Problem 


Why is the insurance business 
a “nicely protected” business? 
Why must we always do business 
on the golf course? Why must we 
always remain a decade behind 
general business and industry? Is 
there no room for, of all things, 
cost control? 


You Would Be Interested 


Of the twelve largest Fire and 
Casualty groups, no one promises 
a loss ratio of more than 50 per 
cent. In fact, it’s closer to 45 per 
cent. Really, it’s a scramble on 
the expense side. That’s your side. 

Now is the time to put into 
practice a new concept—“point of 


sale underwriting.” This means 
that there is an underwriting 
partnership between company and 
agent. It means that the agent is 
no longer at arm’s length with 
his company. 

It means, further, that your 
agent will do exactly what you 
tell him to do. Example: There is 
no such business as “accommoda- 
tion” business. Since when have 
85 per cent of the “good” risks 
decided to carry the load for 15 
per cent of the “poor” risks? 

Still another fundamental of 
the insurance business: When a 
man is able to produce profit for 
you, you share that profit with 
him. 


From London 


At the eastern CPCU institute, 
University of Connecticut, Storrs, 
June, 1957, an Englishman passed 
the news that in his country as 
much as $30,000 (American) is 
paid yearly for a “lead under- 
writer.” A lead underwriter is 
one who determines: (a) the pre- 
mium for a risk, and (b) the 
amount of risk his particular 
company will take. 

In America, on the contrary, 
and with our system of planned 
mediocrity, we would take that 
$30,000 and spend it for a chief 
underwriter, an assistant, and 
possibly four file and coding 
clerks. Remembering that under- 
writing is our business, how can 
we reasonably expect to attract 
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outstanding talent for our modest 


wages? 

Meanwhile, we pile on our chief 
underwriters a lot of inefficient 
paperwork. 


REINSURANCE EXCLUSIVELY 
Casually , Fidelity 
Surely » Fire 
Marine» WMlied Sines 
COMPLETE AMERICAN PROTECTION 
~~” AMERICAN 


ee i RE-INSURANCE COMPANY 


99 JOHN STREET, NEW YORK 38, N.Y. 


Down East 


Take it from a man who is sell- 
ing lobsters, the insurance busi- 
ness is doing a “lousy job of pric- 
ing its product.” 

He asks a number of questions: 
Are we sincere? Articulate? En- 
thusiastic? Dependable? Loyal? 
Why does he even pause in his 
labors to voice these questions? 
Let’s think through his questions, 
one at a time. 
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Sincerity 

As wrong as a three dollar bill. 
Have you ever noticed how a 
puppy gets just about everything 
he wants? He uses the technique 
of appreciation. He recognizes 
the importance of someone, he es- BROWN and RICHARDSON 


wa BROWN, CONRAD and RICHARDSON 
grateful. 
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Consulting Actuaries 


* Edward D. Brown, Jr. Jean Conrad Robert A. Richardson 
Articulateness CHICAGO CLEVELAND 





Even as a puppy, have you 
wagged your tail recently? 





HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 


Enthusiasm 


Make other people like them- ee 
selves a little better, and I prom- ARTHOR 56. RAISE, Presitons 


ise you that they will like you INDIANAPOLIS OMAHA 
very well. Lord Chesterfield said 
that. And he was famous for get- 


. ea psa Our Booming Business (58% ahead of ’56) 
Me es ACTUALLY HELPS CURB INFLATION / 


as a problem-solver, the better : 
your sales approach will be. It That may sound contradictory and yet every extra 


puts you in a position of trying nickle channeled into savings helps put the brake on 
to help people—not merely help run-away inflation, according to the Institute of Life 








yourself. Insurance. 

Personal insurance is a truly American way of saving, 
Loyalty y sale works three ways—providing a comfortable 
living for the salesman, safeguarding the family security, 


It has been said that the great- 3 = Hs : 
ose and helping stabilize the American dollar. 


est need of man is to be appre- 
ciated. Give your associates and "Plan (and Grow) with Security’ 
your customers your wholeheart- 
ed appreciation. The power of ap- For territorial openings—write E. A. Frerichs, CLU, 
preciation will help you get what- Vice President and Agency Director 

ever you want. You will step up 
your success in selling, and you THE SECURITY MUTUAL LIFE INSURANCE COMPANY 
will be well up among the sales 
leaders. 





Lincoln, Nebraska 
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Brokers and agents 
—the insured 
relies on you 


You will safeguard your client’s 
interest if you recommend Ameri- 
can Appraisal Service as a basis 
for proper insurance protection. 

An American Appraisal report 
is complete and accurate—sup- 
ported by evidence that compels 
acceptance...and by records that 
will be available whenever proof 
is needed. 


The 
AMERICAN 


APPRAISAL 


Com pany 
SINCE 1896... LARGEST... MOST WIDELY USED 
Home Office: Milwaukee 1, Wisconsin 


New York 
Philadelphia 
Pittsburgh 

St. Lovis 

San Francisco 
Washington 


Atlanta Cleveland 
Baltimore Dallas 
Detroit 
Kansas City 
Los Angeles 
New Orleans 


Boston 
Buffalo 
Chicago 
Cincinnati 


Affiliated: Canadian Appraisal Company, Ltd. 
Montreal and Toronto 














"The field's gone berserk . . . more apps 

on Guaranty's new Accident Policy!"' 
Guaranty Savings Life 
Montgomery, Alabama 








Among the Company Magazines 


Welcome 


Bruce L. Roberts has been named 
editor of the Equitable Assurance 
Society’s Agency Items. Formerly 
an editor for United Press before 
joining Equitable in 1950, Mr. 
Roberts succeeds Henry Lloyd, who 
has been made director of publica- 
tions. 

Richard J. Farrell has’ been 
named editor of Pulse, Occidental 
Life’s field publication. 


Winning Awards 


At the annual Life Insurers Con- 
ference held in May at Pinehurst, 
N. C., Empire Life’s The Broad- 
caster, was awarded first place as 
“best printed company monthly” 
in under $5 million receipts class. 

“Financial World” magazine 
gave a merit award citation to 
Bankers Life for its 1956 annual 
statement. Citation states that the 
publication was “judged as among 
the most modern from the stand- 
point of content, typography and 
format.” The July issue of On- 
ward, company’s house magazine, 
states that this is the ninth con- 
secutive year the annual report has 
received this award. 











Courtesy Lincoln Bulletin 


The Lincoln Bulletin, June 17 is 
sue, reports on this year’s winners 
selected by the Lincoln National 
Life Foundation. Each year since 
1945, the Foundation has chosen 
the most significant cartoon and 
editorial about Abraham Lincoln 
from those submitted by newspa- 
pers. A cartoon by Cy Hunger- 
ford in the Pittsburgh ‘‘Post- 
Gazette,” shown here, was rated 
tops. In 1945 Mr. Hungerford won 
the first LNL Foundation award. 
An editorial in the Portland ‘“Ore- 
gon Journal” by Arthur L. Crook- 
ham received the Foundation’s 
editorial citation. 


Crime Hazard 


The A.D.T. Transmitter, July- 
August issue, reports that the Ca- 
nadian police have requested heip 
from the public in rounding up 
illegal users and sellers of “gun 
picks.” These are ingenious de- 
vices shaped like a pistol and used 
for opening locks. Ordinarily used 
by locksmiths and other authorized 
persons, a few ‘“‘gun picks’ have 
fallen into the hands of thieves, 
Canadian authorities report. 

The gun pick has a_ slender 
prong of spring steel which is in- 
serted in a door lock. The prong 
activates the tumblers each time 
the trigger is pulled. Police state 
that there are two types made, one 
of which can be bought in the 
United States. 


Re-exams 


Wisconsinsuror, May issue, put 
out by the Wisconsin Association 
of Insurance Agents, describes a 
new state policy inaugurated by 
the Wisconsin Motor Vehicle Com- 
mission. Commissioner Melvin Lar- 
son in a radio talk reproduced in 
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the Wisconsinsuror reported that 
of the first 100 fatal accidents in 
1957, 50 per cent of the drivers 
involved were found to have been 
previously convicted of serious 
traffic law violations. Hence the 
Commission has adopted a policy 
of calling in the “surviving” driver 
of a fatal accident for special in- 
terviews. Drivers report to the 
nearest state driver license exam- 
iner on a certain date. Questions 
relating to the accident are asked, 
and in addition the driver is asked 
to take the regular examination re- 
quired for new drivers. 


Talking Back 


The Pilot’s Log, June issue, field 
magazine published by New En- 
gland Life, carried a summary of 
responses to a questionnaire sent 
out to the field force. Information 
was sought on what readers liked 
about the Log, what they wanted, 
what they could do without. An- 
swers, as reported in the maga- 
zine’s “Letter from Boston” col- 
umn were interesting to all “ye 
editors” and probably most read- 
ers. News on production leaders? 
Not too fascinating; about half 
the respondents felt this could be 
dropped and no tears shed. What 
do the readers want? Technical 
articles dealing with advanced un- 
derwriting, taxation, estate plan- 
ning, business insurance; and suc- 
cessful sales stories, “how I did it” 
tales, new selling techniques (are 
there any?). Cartoons? A major- 
ity of Log readers would like to 
see some used. We know just what 
is meant by the reply given, ‘“‘We 
will keep the eyes open for really 
humorous cartcons, though as one 
reader said, ‘Most cartoons about 
our business are very un-funny’ 
and we agree.” Amen, amen, amen. 


Unusual Run-down 


Continental News, June, issued 
by Continental Casualty, reports 
briefly on unusual risks. This par- 
ticular one is indeed singular. A 
Continental agent in St. Louis set 
up a program of accident protec- 
tion for drivers on a nationwide 
tour with Gene Holter’s Racing Os- 
triches. Any coverage on the os- 
triches? 

—EKElinor Kinley 
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The kind of agency you operate; 


the kind of agents we want; 
the kind of business that 
will do us both the most good. 


A bulwark of our company since 1799. 


One of the three characteristics of our relationship 
with our agents and assureds: 


QUALITY-INTEGRITY-FRIENDLINESS 


PROVIDENCE WASHINGTON 
INSURANCE COMPANY 
20 WASHINGTON PLACE, PROVIDENCE, R. I. 





WOODWARD and FONDILLER, Inc. 
Consulting Actuaries 
Insurance Accountants 


200 West 57th Street 
New York 19, N. Y. 


417 South Hill Street 
Los Angeles 13, Calif. 











HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 
10 S. LASALLE STREET, CHICAGO 3, ILLINOIS 


HARRY S. TRESSEL, M.C.A. IRMA KRAMER 
M. WOLFMAN, F. S. A. WM. P. KELLY 
N. A. MOSCOVITCH, F. S. A. D. W. SNEED 
A. E. SELWOOD 

FRANKLIN 2-4020 











BUILD GOOD WILL 
with USAIG service 


Ever since pioneering “avia- 
tion insurance” in 1928, the 
United States Aircraft Insur- 
ance Group has served the 
aviation industry continually 
for over a quarter century. Its 
enviable position of leader- 
ship has been earned by long 
years of experience and an 
early established policy of 
prompt and equitable service. 


Use this USAIG good will 
building prestige and service 
to your advantage. Recom- 
mend to your aviation clients 
the many dependable bene- 
fits of “U.S. Group” insur. 
ance for any of the following 
coverages. 


AIRCRAFT HULL 
AIRCRAFT LIABILITY 
AIRPORT LIABILITY 
PRODUCTS LIABILITY 
HANGAR KEEPER’S 

LIABILITY 
AVIATION ACCIDENT 


WORKMAN’S 
COMPENSATION & 
EMPLOYER’S LIABILITY 


Backed by the combined resources 
of over 60 blue-chip member com- 
panies, a “U. S. Group” policy is, 
in the words of Mr. Leighton Collins 
writing editorially in Air Facts, “the 
most secure insurance contract ever 
issued in the history of the insurance 
business”. 


Write for free sales kit 


of belpful information 


=. 


THE TRADE MARK SUS A IG OF DEPENDABLE SERVICE 


UNITED STATES AVIATION 
UNDERWRITERS, Incorporated 


80 JOHN STREET, NEW YORK 38, N.Y. 
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marketing briefs 


By MEL BLACKBURN, CPCU 


The Changing Face of America 


MARKETS ARE PEOPLE. When 
people change, markets change. 
U. S. population now stands at 
171 million, about 35 years ahead 
of schedule. The estimate for mid- 
1958 is 173.2 million. 

When you know where these 
people are and such basic insur- 
ance marketing facts as personal 
income, home ownership, car reg- 
istrations, employment, as well as 
how much these people spend on 
each line of insurance — broken 
down to the county level—then, 
you’ll know where to emphasize 
your sales activities. 

Reminder: Write SPECTATOR for 
information on their unique mar- 
keting service—‘County Patterns 
of Insurance Sales.” 


DADDY. In 1956, 1.3 million of 
the 4.2 million births were third 
or fourth children. This was one- 
third of all births and was the 
highest proportion of additional 
births in already established fam- 
ilies since the pre-World War I 
period. 

No wonder then that on recent 
count some 70 life insurance com- 
panies were offering family life 
packages. Such packages answer a 
question which has puzzled many 
a husband-and-father. Should he, 
as the breadwinner of the family 
group, place all the family’s in- 
surance protection on himself, or 
should he apportion it among its 
members, and in what amounts? 

Whatever the variations of the 
many available plans, each is de- 


signed to protect the whole fam- 
ily, all at the same time. Each 
gives its principal protection to 
the principal source of income. 
Each is a valuable addition to ex- 
isting insurance for any family. 

Sell the 20 to 45 age bracket. 
It is with these breadwinners 
that you'll find the most explo- 
sive growth—and income—taking 
place in our population. 


OVER THE THRESHOLD. There 
was a 900,000 gain in household 
formation in 1956; the 1957 gain 
will be about 850,000. Since the 
1950 census, U. S. population has 
increased by 19.5 million. 


Have you ever talked with the 
widow of a man killed in an acci- 
dent, or a husband-and-father who 
has become permanently disabled? 
It’s not a pleasant experience for 
one who has set himself up as the 
family’s insurance advisor. 

If you are a family’s “insurance 
advisor,” be one. It is not enough 
simply to mail circulars or ask a 
man whether he doesn’t think he 
needs this, that, or the other. 
Point out to him that his doctor 
does not ask him whether he 
would prefer a certain kind of 
medicine. Nor would his attorney 
necessarily agree with him if he 
insisted on a certain course of 
legal action. 

No, a professional man is firm. 
He says, “Do this.” You do it, and 
you pay him for knowing more 
about his profession than you do. 


THE SPECTATOR 





A WORD ON “PROFESSIONAL- 
ISM.” Organize your agency to do 
business as an insurance mer- 
chant in those fields in which in- 
surance is being marketed as a 
commodity (Auto, Fire); conduct 
yourself as a professional in other 
fields, mercantile, industrial, life, 
disability—there, the disparity. is 
glaringly apparent. 

There’s a real need these days 
for the insurance advisor who sits 
down with a man and wife at the 
kitchen table and works out an in- 
surance program. 

Then let’s face this: the “insur- 
ance advisor” who lets a man in- 
sure his property, without insist- 
ing that he insure the most pre- 
cious possession of all—his life— 
is no insurance advisor. He’s an 
order-taker. 

MONEY SPENDERS. The U. S. is 
entering a period in which the 
high consumption teen-age group 
will grow much more rapidly than 
the general population. The total 
number of teen-agers will approx- 
imately double in the next several 


years, while the total population is 
growing about 23 per cent. 

This would indicate the impor- 
tance of thinking in terms of fam- 
ily insurance planning and pro- 
tection. 

Such facts would also lead in- 
surance merchandisers to serve 
those industries which sell to a 
dynamic teen-age market: food, 
milk, soft drinks, chewing gum, 
candy, school and party clothes, 
used rubber, 
textiles, auto 


shoes, cars, steel, 


glass, accessories, 
toilet articles, cosmetics, radios, 
phonographs, records, luggage, 
watches, jewelry, golf clubs, ten- 
nis rackets, fishing other 
sports equipment, house remodel- 
ing, home tools, building materi- 
als, furniture, lamps, rugs and 
expansion of high school and col- 


rods, 


lege facilities. 


BEWARE of the growing dangers 
of standardization of products 
and services. The more sameness, 
the less buyer recognition of pos- 
sible differences. 

A solution: Tie in locally with 


your company’s and association's 
national advertising and 
promotion campaigns. 

A NEW GENERATION of insur- 


has blossomed in 
community. 


sales 


buyers 
every American 
They’re under age 35. They are 
receptive to the old story of per- 
sonal service, quality product and 
low cost. They say they haven’t 
heard such a message voiced in 
insurance. They'd listen. 

By the by, what is an “agent”? 
Those who are trained, 
sional counsellors still 
service to 


ance 


profes- 
have an 
educational perform 
among young insurance consum- 
ers. After all, direct writers have 
“agents.” 

Today, an insurance buyer is 
more value conscious than ever. 
He wants to get his money’s 
worth. That’s why he favors pack- 
aging. The truth is, he’s right. 

While it is true that there is 
more to a sales story than a price 
tag, it is also true that every sales 
story carries a price tag. What’s 


yours? 











America’s Specialist in Life Reinsurance 
NORTH AMERICAN RE 


Serving the progressive companies in NorthAmerica 


REINSURANCE 
EXCLUSIVELY 


LIFE (ordinary and group) 
ACCIDENT & HEALTH 





NORTH AMERICAN REASSURANCE COMPANY 
CHRYSLER BUILDING EAST 


(Gt Bast 42nd Street NewYork (7, New York 
TEL MU ray Hill 7-1@70 








General Agency opportunities available! 


When you need a little extra on the 
ball, something that is distinctly dif- 
ferent, something that strikes out your 


competition — call Postal! 


Our Ordinary and Group plans are 
flexible, can be issued to meet those 
“different” cases that require special 


handling, often liberal underwriting. 


When you need a “‘different’’ pitch —try Postal! 


Our contracts for Brokers are unusu- 
ally liberal — no minimums, no penal- 
ties. Your renewals are fully vested. 
You can qualify for our free Group 
insurance and continuous service fees! 
Single case contracts, too! 


Contact one of our General Agents 


today! 


Postal Life of New York 


GEORGE KOLODNY, President + 511 FIFTH AVE., N. Y. 17, N. Y. 
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Complete portfolio of Life and S&A... outstanding 
package exclusives . . . Junior Estate builder. . . 
automatic Waiver . . . $10-per-thousand Disability 
Income ... Non Cancellable S&A (to | a 
comprehensive mass coverages . . . progressive mer- 
chandising . . . professional training . . . exclusive 
performance bonus. Ask for Confident Living bro- 
chure “BO-321”’. 


HOME OF 


NORTH AMERICAN 


1750 HENNEPIN AVENUE, MINNEAPOLIS, MINNESOTA 


H. P. Skoglund, President 
J. E. Scholefield, C.L.U., Vice president, director of agencies 








American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company 





of America 
Established (862 


Merchants and Manufacturers Insurance 


Company of New York 


Organized 1849 


New York Fire Insurance Company 


Incorporated 1|832 


Corroon & Reynolds Group 


92 WILLIAM ST., NEW YORK 38, N. Y. 














Advertisers Index 


Acacia Mutual 9 
J. Gordon Manchester 

Accountant's Supply House 94 
Chas. J. Charney & Co. 

Aetna Insurance Group 13 
Chas. W. Hoyt Co 

American Appraisal Co. oa. 52 
Buchen Co. 

American Casualty 63 
Richard A. Foley Adv 

American District Telegraph 87 
Thomas & Douglas 

American Fire & Casua'ty cae 

American Group of Newark 28 
Kenyon-Baker Co. 

American National 59 
Alert Advertising 

American Progressive 67 
Weiss Advertising 

American Re-insurance 101 
Metropolitan Advertising 

American Surety ae 92 
Albert Frank-Guen'her Law 

American United Life 93 
G. A. Saas & Co. 

& Cox 65 

Associates 


Appleton 
Aliston 
Bankers Life of lowa 76 
Bankers Life of Nebraska ove 
Ayres-Swanson & Assoc 
Bankers National Life 57 
Benefit Assoc. Ry. Employees 30 
Reincke, Meyer & Finn 
Berkshire Life 
Jules L. Klein 
Bituminous Casualty 
Sperry-Boom 
Brown & Richardson 
Business Men's Assurance 
Potts-Woodbury 
Central Standard Life 
Fred D. Carl Adv 
Coats & Burchard 
Klau-Van Pietersom-Dunlap 
Combined Insurance of America II 
Aubrey, Finaly, Marley & Hadgson 
Commerce Clearing House 78 
Continental Assurance ae 21 
Geo. H. Hartman Co. 
Corroon & Reynolds Group 106 
Crum & Forster 24 
Allston Associates 
Miles M 91 
Empire Life & Accident 99 
Equitable Life Assurance Society 29 
Kenyon & Eckhart, Inc 
Equitable Life of lowa .. 25 
J. M. Hickerson 
Excelsior 


Dawson, 


Insurance 94 
Life 91 
Mutual Life 73 
& Tripp 
Life 
Grain Dealers Mutual 
Great Southern Life 
Boone & Cummings 
Great West Life 
MacLaren Adv. 
Guarantee Mutual 
Allen & Reynolds 
Guaranty Savings Life 
Haight. Davis & Haight 
Hiagins, E. P., & Co % 
Home Insurance 85 
Albert Frank-Guenther Law 
Indianapolis Life rah 74 
Central Adv. 
Ins. Co. of North America Cover 4 
N. W. Ayer & Son 
Int. Business Machines 
Benton & Bowles 
Jefferson Standard 
Hege, Middleton & Neal 
John Hancock Mutual Life 
McCann-Erickson 


Federal 
Fidelity 

Bauer 
Franklin 


Life 


Kansas City Life 
Cary-Hill 
Life & Casualty of Tennesse 
McDonald Advertising 
Life Insurance of America 
Walter S. Chittick Co. 
Life of Georgia 
Liller, Neal & Battle 
Life of Virginia 
Cargill & Wilson 
Lumbermens Mutual 
Metropolitan Life 
Young & Rubicam 
Midland National Life . 73 
Ministers Life & Casualty Union 74 
Monarch Life 98 
Munich Reinsurance 64 
Mutual Benefit Healih & A-- 
Cover 2 
Mutual Benefit Life 82 
Reach, Yates & Mattoon 
National Casualty $5 
C. F. Mcintyre & Assoc. 
National Reserve Life 99 
Harvey Advertising 
New Amsterdam Casualty 98 
New York Life 55 
Compton Advertising 
North American Life & Casualty 106 
North American Life of Chicago 72 
North American Reassurance 105 
Allston Associates 
North American Reinsurance 17 
Allston Associates 
Northwestern Mutual Life 16 
J. Walter Thompson Adv. 
Occidental Life of Calif. 56 
Pacific National Group 8) 
Wyman Advertising 
Pan American Life eo 31 
Bauerlein Advertising 
Peerless Insurance 83 
Jules L. Klein 
Pennsylvania Lumbermens Mu'‘ual 81 
Gray & Rogers 
Philade!phia Life 26 
Postal Life of New York 105 
Providence Washington 103 
L. C. Fitzgerald Co. 
Royal-Globe 
Security Mutual 
Shenandoah Life 
C. N. Snead Advertising 
Spencer, Charles D., & Assoc. 
State Farm Mutual 
Needham, Louis & Brorby 
Stewart-Smith & Co. 
Allston Associates 
Strudwick & Co. 
Sun Insurance 
Bruce Angus Advertising 
Sun Life 
Travelers 
Tressel 


Casualty 


Insurance Group. . 


Life 


Assurance 
Insurance 
Harry S. 

Union Labor Life 
United Life & Accident 

Orr, Pope & Moulton 

U. S. Aviation Underwriters 

S. C. Kinsley Adv. 

U. S. Fire 

Allston Associates 

U. S. ie 

Irving L. Appleman 

Unity Fire & General % 
Allsion Associates 


Washington National 27 
H. W. Kotzenberg 

Western & Southern Life Cover 3 

Western States Life 65 

Woodward & Fondiller .. 103 

Woodward, Ryan, Sharp & Davis 65 

World Insurance 100 


& Assoc. 


Zurich-American 77 


Vaughan, Thoin & Spencer 
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TO SECURITY 


The Doorway to Security 
is a way of life 
to all career minded 
Western and Southern members 
i * THE WESTERN AND SOUTHERN 
LFS INSUREANG SCO. | LIFE INSURANCE COMPANY 


A Mutual Company Cincinnati, Ohio 





FIVE YEARS FROM NOW 


eee what will your picture be? 


Won’t you have an edge with North America’s ‘extra value’ in its effi- 
cient claim-handling organization and unequaled Service Office facilities 


on this Continent and abroad? Talk it over with our Service Office people. 


INSURANCE BY NORTH AMERICA GHA) 


Indemnity Insurance Company of North America « Philadelphia Fire & Marine Insurance Co. « 





